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VILLE SLUGGER 


—, ao THE Autographs OF i ee 
, “i BASEBALL'S GREATEST SLUGGERS sy 
ARE YOUR BEST SALESMEN 
“a There will be no shortage of genuine Louisville Slugger bats for the 
1943 baseball and softball season—but with increasing transportation dif- 


ficulties may we suggest you place your order with us early so as to assure your 
being ready when spring buying starts. 


H & B will continue to make, in addition to essential materials of war, the finest sports 
equipment it is possible to produce. Write us for our new catalogue. 
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Foreign dreams of world conquest, 
and a new order, took no account 
of the extent to which Americans 
would go to ensure their “freedom 
of choice’. Sacrifices of living we 
take in our stride -- with a smile. 
Surrender of Democratic prin- 
ciples -- these are worth fighting 
for. Our inconveniences and 
dollar sacrifices do not start to 
compare with those the boys in 
our armed forces are making. No 
matter how much the folks at 
home are called upon to do or 
give, we are short on our end. 
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THE WOOSTER BRUSH CO. * 





JUST ANOTHER DEAD-END STREET 


Concentrate on the job to be done. 
Conserve critical materials. Invest in 
War Bonds and Stamps. Encourage 
local Defense projects. Let every 
effort you make be one of determi- 
nation that Schicklegruber’s way 
is just another dead-end street 


on the roadmap of mankind. 
xkk * 


Get back of your local drives for salvage. Sup- 
port your local committees by inserting their 
scrap collection slogans in your newspaper ads, 
window displays, hand bills and posters. 


kaw & 
WOOSTER WARTIME BRUSHES are available 
for essential uses through Wooster 
jobbers. Prompt delivery. 


WOOSTER, OHIO 





Brush Manufacturers Since 1851— Thru 4 Wars 











old things do! 
Timely Tip! 


TELL YOUR CUSTOMERS HOW 
THEY CAN DO REPAIR WORK 
BETTER, FASTER, EASIER, 
with NUCUT Files 


YOU MUST HAVE NOTICED IT! 
Everybody is fixing up old things. 
Foundries, machine shops, assembly 
plants, garages — these and hundreds 
more are coming to you for tools to 
help repair parts, products and all 
sorts of old equipment because new 
replacements are unobtainable. 
This is giving you a fine oppor- 
tunity to point out how a NUCUT 
File can help do repair work faster — 
by providing speedier, easier, better 
filing. Because of its exclusive “Wavy 
Teeth” construction, a NUCUT cuts 
clean, deep — and also levels the sur- 
face off smooth. Both at the same 
stroke! Without skidding or scraping! 
Your jobber will tell you the sizes, 
shapes and cuts you need to best meet 
your customers’ requirements for fil- 
ing stainless steel, iron, aluminum, 
brass, copper, slate, plastics and wood. 





HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers 
Newark, N. J. * Newcomerstown, Ohio 


Good Tools Since 1836 





HELLER 


WAVY TEETH 
a et eee 


FILES 


PAT. No. 2027039 
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ALL manila rope and —_ 
fibre has been — saginsond 
Government use. You Pret 
ers will be unable to _ 
pe anila rope until after ' 
pons hen ropes of other te 
pr increasingly harder to g 
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10. Cut out bad spots and splice. 





ow Your Customers 


e Rope LAST LONGER 





—— 


i RES ee ee 


smooth surfaces. 


2. Avoid dragging rope over rough ground, floors 


or decks. This grinds dirt into the fibres. 


3. Use correct size blocks and sheaves. Be sure 


they are smooth, not cracked or broken: and that 


the size is large enough to avoid sidewear on the 
rope. 


4. Avoid misalignment of blocks or sheaves so that 


the rope does not rub over the edges of the 
blocks. 


5. Avoid rubbing action of rope over beams, gird- 


ers or other sharp edged obstruction. 


6. Use ropes of the correct lay for the work. 
7. Use ropes of the correct breaking strain. Don’t 


overload. Avoid sudden strains and jerks. 


8. If rope becomes worn at one end, or in a short 


section, reverse the ends so that the wear is 
localized at another spot. Do this before localized 
damage occurs so that wear is equalized over 
entire length of rope. 


9. Do not let ropes rub one against another when 


in use. 
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ROPE COMPANY 
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COLUMBIAN rope is 
fibre. Give it t 
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WEAR LONGER 


1. Avoid sharp bends. Always fasten to large 


The Cordage City 
made from the finest 
he care it deserves: 
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rom Tulagi to Tunisia 


Stanley Tools are mobilized for war. Everywhere the 
United Nations are fighting or preparing to fight 
Stanley Tools are helping to build, assemble or repair 
the bases, barracks, supply and combat equipment. 

To supply the quantities needed for our own and our 
allied forces and for the manufacture of military and 


naval materiel we have: 


Suspended manufacture of non-essential 
items 


Eliminated minor variations of lines 


Eliminated frills and non-essential paper 
work 





This has resulted in: 





Tremendously increased production 

More effective use of vital materials 
Efficient use of man power 

More tools in more places for our armed 


forces ye 
ae ; 


Your customers will readily understand why supplies 





for our armed forces must come first and why, conse- 


quently, tools for common uses are scarce. 






Tools are vital for Victory. Sell only for essential use. 
STANLEY TOOLS, Division of The i— 
Stanley Works, New Britain, Conn. STANLEY \\ Ke 


a! 


H | 


Trade Mark 


STANLEY TOOLS: 
y A A The Tool Box of the World 
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Ax THESE DAYS of substitutes and restrictions on materials, 
we believe this statement of our position and our policy 
with respect to our product is of importance to you: 


4. We believe production of Thermos brand 
vacuum bottles is a vital contribution to the 
health and fitness of American working men and 
women engaged in making war materials. We 
believe that without ““Thermos” these workers 
would not be as efficient. Therefore, all our 
efforts are directed toward an adequate supply 
of Thermos brand bottles, subject to the restric- 
tions and requirements of the war program. 


2. We promise that the principle of vacuum 
insulation—developed by Thermos for temper- 
ature retention—will be continued in its regular 
efficiency, though we may be obliged to change 
the physical appearance of the exterior case. 


-?. In order to contribute to the health and 


efficiency of war workers we shall maintain our | 


production at the highest possible level, no 
matter what material, shape, color or form may 
be expedient for the outside case. 


4. We willingly cooperate with the Govern- 
ment program for conservation of critical mate- 
rials by using non-critical substitutes wherever 
possible. 


3. Government rules will have precedence, of 
course. We shall abide by them regardless of how 
they may affect our manufacturing program or 
delivery of merchandise to our customers. 


6. Because we believe that Thermos contributes 
directly to the war program, we shall first serve 
the thousands of “production soldiers” and the 
civilians who want our product only after such 
demands are met. 


~ THEAMDs 


TRADE-MARK REG. U. S. PAT. OFF, 


BRAND VACUUM BOTTLES 


The American Thermos Bolle Co., Newcich, Conn. 


THERMOS BOTTLE CO., LTD., TORONTO 


. 4 


e THERMOS LIMITED, LONDON 
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HEY GEORGE! 
WHERE'S THAT 
TAYLOR BAROMETER 
WE ORDERED FOR 





MRS. en 


OBODY knows better than Taylor 


that you can’t make a profit on a 








barometer that’s doing duty on an air- 
craft carrier or a cargo ship. 

We wish we could say that in spite of our 
all-out war effort, we’d- found a way to 
keep you supplied with some kind of 
Taylor household instruments for the 
duration. 

But frankly, all we can say is that if your 
wholesaler can still supply you, you’re 
lucky—and that if you still have some 
Taylor Instruments on hand, you're 


luckier still. 


All we can promise is that our war ex- 
perience is going to bring you a better 
line of Taylor thermometers and barom- 
eters than ever after the war—and we're 
doing our part to win it as soon as pos- 
sible! Taylor Instrument Companies, 


Rochester, N. Y., and Toronto, Canada. 









IT’S IN AT LEAST TEN 
DIFFERENT PLACES, BILL! 


~ON BATTLESHIPS, 
-~IN SUBMARINES, 


~ WITH THE ARMY ENGINEERS 
| FOR WEATHER PREDICTION 
AND MAP-MAKING, 


-~IN HOSPITALS FOR BASAL 
METABOLISM TESTS, 


—IN ARTILLERY FIRING, 





~IN CHEMICAL WARFARE, 
~IN AERIAL PHOTOGRAPHY, 


-~ AND IN TESTING ENGINES 
FOR AIRPLANES AND TANKS! 














a . 
‘Taylor Instruments 


ACCURACY FIRST 

















* KEEP ON BUYING * 
U.S. WAR BONDS AND STAMPS 
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IN HOME AND INDUSTRY 



























Taking care of tools is always good busi- 
ness. In times like these, when our Armed 
Forces need every pair of pliers that can be 
produced to keep a mechanized war rolling, 
it is doubly important for linemen and elec- 
tricians to look after those they have. 


The high quality of Klein pliers assures 
long life, even under tough service. 


Hardware dealers know. the importance 
of using the best in tools—know too the 
difficulty in getting tools today. Owners of 
genuine Klein pliers are fortunate in possess- 
ing pliers designed to give maximum service. 
Proper care will assure their getting the 
service for which these tools are built. 

DISTRIBUTED THROUGH JOBBERS 


Foreign Distributors: 
International Standard Electric Corp., New York 









Since 1857 


TRADt maem 
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OSING 
_ .30¢ 


For Immediate Delivery! 


Sfrirlreads 


They Look, Feel and Wear Like 


-WATERPROOF 
-WASHABLE-NON-SKID 
“EASY 10 APPLY 








Guaranteed to WEAR! 








So-Lo Works ‘tino’? 














* * &* ORDER FROM 
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NO. 225—SO-LO RUBBER RE- 
PAIR KIT. Mends tires, hot water 
bags, boots,ete. 15 Million sold 29¢ 
NO. 6—BLUE BOND RUBBER 
CEMENT. Largest selling rubber 
cement in the world. Each tube. 5¢ 


NO. 400—TIRE AND RUBBER 
PROTECTOR. Protects tires from 
harmful sun rays, grit and oil. 
Per jar ‘ , a 

NO. 102-—-1-3 PINT CAN-O 
WOOD. Biggest wood plastic 
value on the market. Glass jar 25¢ 
NO. 100—SEW-NO-MORE MEND- 
ING CREAM. Mends fabrics with- 
out needle or thread. Stops runs in 
hose, too. Tube... ‘ er 
NO. 207—-SO-LO’S CLEAR CE- 
MENT. Finest cement for wood, 
glass, china, porcelain, glass, etc. 
We. vndwnsunaeee » er C. 
NO. 200—SO-LO’S ELECTRICAL 
RUBBER PUTTY. Insulates wir- 
ing and connections. Replaces 
both rubber and friction tape.10¢ 


NO. 4500—SO-LO’S TAIL OR TIS- 








No. 4500 






£ ic | 
huapeR PUTT! 


MSULATES 
1 








Products 


FOR THE ARMED FORCES 
FOR ESSENTIAL CIVILIAN NEEDS 





Your Customers Need So-Lo “PENNY-MENDERS” — Now! 


SUE. Finest mending tissue for 
cuts, tears and alterations on all 
fabrics 10¢ 
NO. 3500—SO-LO’S PORCELAIN 
GLAZE. Whitens chips, cracks or 
dark spots on Porcelain or En- 
ameled Surfaces 10¢ 
NO. 1000—RUBBER TO METAL 
CEMENT. Attaches rubber to 
metal, glass, wood, etc. Holds 
permanently ae Al 

NO. 101—JUMBO TUBE SO-LO’S 
CAN-O WOOD. Twice as much 
fine quality wood plastic for 
only 5, aa inate ike pula sf aca 

NO. 826 — LINOLEUM AND 
STAIK TREAD CEMENT. For 
applying So-Lo’s Stair Treads, 
mending linoleum, etc. : 10¢ 
NO. 316—SO-LO’S LIQUID SOLD- 
ER. Finest quality Liquid Solder. 
Fast seller in the easy-to-use 
jar rr ‘ 10¢ 
NO. 300—SO-LO’S PIPE JOINT 
COMPOUND. For use on all pipes. 
Gives a permanent closure—pre- 
vents corrosion 10¢ 


So-tors 


(lea CEMENT 


FOR MENDING 


















So-tos 


LINOLEUM] 


YOUR JOBBER TODAY * x * 








CONSERVICE ? 
CONSERVICE ? 


THAT SOUNDS LIKE 
A NEW WORD ! 





you help. THE Wan tFfoRT 


++ TOUR CUSTOMERS AND YOURSELF 

«when you salvage, in occordance with 

your menutacturer's instructions, all inopera- 
tive parts contoining. .. 


CRITICAL MATERIALS EB 


Cooperate with Your industry! 
Put Vitally Needed Scrap Back Inte The Scrop 








| CONSERVICE is a New woro! 


It sums up the broadened conservation and service program 
how being operated by Westinghouse and its retailers 


Rete Siena 


edhe « 


eer soe 


RG 





Conservation... Service... these two critical words 
have been telescoped into Conservice—a new term 
for a new kind of helpfulness to appliance users. 


Here is what this Conservice program is designed 
to do: 

1. Educate your customers in the proper “‘care and 

se” and thus— 
. lengthen the life of appliances 
. prevent needless service calls 

2. Promote conservation of renewal parts— 

. by showing your servicemen how to repair 
old parts 

. by reoperating at the factory the used parts 
which you return, thus conserving critical 
materials 

3. Help you provide quality service— 

. by informing and training your servicemen 

. by providing renewal parts 
In order that your entire service department, es- 
pecially the newcomers, shall be primed on every 
phase of this new Conservice program, Westinghouse 
is launching a series of Conservice Training Schools. 
Both in scope and character, we believe they will 
go far beyond anything ever before offered by a 
manufacturer of electric appliances. 

While doing everything in our power to keep a 
steady supply of renewal parts flowing to you, we 
are at the same time giving you the kind of practical 
assistance that will help you solve your man power 
and service problems. 


WESTINGHOUSE ELECTRIC APPLIANCE DIVISION 
MANSFIELD, OHIO 








Coming your ways 


A COMPLETELY EQUIPPED 
CONSERVICE TRAINING SCHOOL 
Hundreds to be conducted during 1943 


Here’s a course of instruction made 
to order for the times. One part of 
it is planned especially for the newer 
men and women who will be servic- 
ing appliances during the coming 
months. 

With dramatic films, illustrated 
manuals, simple discussions and 
demonstrations, the service person 
receives training completely cover- 
ing the servicing of Westinghouse 
appliances and the conservation of 
renewal parts. 

Your Westinghouse distributor 
will notify you as soon as the date 
is set for the Conservice Training 
School in your territory. 





VNC y 


Copyright 1943, 4 


Westinghouse Electric & Mig. Co, 





Eastern 


Tune in John Charles Thomas, Westinghouse Radio Program, NBC, Sunday 2:30 P.M., War Time 











a BPS SAYs: 
PAINT | | 
$ NOT ON EXCLUSIVE BPS FRANCHISE 


LIST OF HOLDERS 
| BENEFIT FR 
CRITICAL MATERIALS PROVED PLAN; CAN MAKE 


EXTRA PROFITS -.» EASILY 


Paint is not on the list of 
critical materials; no pri- 
orities assistance from 
the WPB is necessary for 
this type of work. So 
why not make a real 
profit. Use the Patterson- 
Sargent 3-point plan, as 
ROUTE TO PROFITS thousands of dealers 
il now do. 

Exclusive BPS franchise holders have 
already found this method offers the biggest 
profit opportunity in the paint business— 
that it’s an investment with a proved yield. 
It works this way: 


Oo It creates the desire to paint. 
2) It aids in color selection. 


€ It —— store traffic . . . more sales 
. more profits. 

You can get started on the route to paint 

profits easily. Write The Patterson-Sargent 

Company at once, for full details on how you 

can be the exclusive BPS franchise holder 

in your community. 
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MORE FENCE <—Pe 
when its WELDED! |g 












































Agricultural experts agree that woven wire fence is important in saving 
labor and increasing farm efficiency. 

Engineers know that the Pittsburgh method ‘of making “woven” fence 
joints... automatic electric welding at the intersection of line and stay wires 

. results in fence of unequalled strength and sag resistance in com- 
parable gauges. 

Those interested in supplying the maximum roddage of fence for vital 
agricultural use, with the minimum allocation of steel, should know that 
Pittsburgh Welded Farm and Poultry Fence does just that! Pittsburgh 
Welded Fences consume 12% to 15% /ess steel than types requiring wraps 
and locks of extra wire. 

Thus per given ton of precious steel only Pittsburgh Welded Fence 
utilizes available steel to maximum advantage. 


PITTSBURGH STEEL COMPANY 
1621 GRANT BUILDING PITTSBURGH, PA. 


Pittsburgh Fences and Fabrics © 
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presents another new non-priority item 


i — HAND PAINTED 
set No. [i] [2] [i] vor FROSTED GLASS 


Set No.— [2] [2] [2] 2.75 
wan A ene CANISTER SETS... 


Set No.-— [i] [2] [2] iu} 3.50 with clear glass covers affording clear view of 


contents. Available in our popular “County 












Set Ne. 5 (os illus.) 5.00 Fair” (illus.) and “Dogwood” patterns. Each 
wy No. I Size No. 2 ey No. 3 set individually prepacked. F.O.B. N.Y.C. 
quart 2 quart quart i 








Good jobbing set-up available. Write 
for iliustrations of other new items! 
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LEIPZIG & LIPPE, Inc. ——_— 1166 BROADWAY, NEW YORK CITY 




























LLOYD Sales Builder 


| NO-BLINK S7ant53 


24 Lloyd "NO-BLINK”™ Starters 
For 30 and 40-watt Lamps 


This business of fluorescent lighting is 
going ahead fast. Be prepared to make and 
hold fluorescent customers with Lloyd “NO- 
BLINK” Starters. They’re better in every 
way. They absolutely stop “flicker” and 
“blink” .. . prevent breakdown of ballasts, 
condensers, tubes and starters themselves. 


They Start Quicker—Work Better—Last Longer 
Patent Nos. 2.200.443 and 2,228,210 














8009 8211 








Stock up with LLOYD Wiring Devices NOW! 


LLOYD PRODUCTS CO. 


DEP'T. 12-HA PROVIDENCE, R. |. 
Representatives, Branch Offices, Warehouse Stocks in 23 Leading Cities 
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..-WHEN YOU CAN'T SUPPLY 
THEM WITH NEW ITEMS! 


Many damaged tools and appliances 
can be made usable when repaired with 


PANTHER and DRAGON 


oO First to be Wrapped and Sealed in 
Cellophane 


Perfect Adhesiveness and Tensile 
Strength 
© Strong Durable Core 
0 Colorful Attractive Boxes 
A Company in the Insulation Business 
Since 1878 
Sold only through recognized 
Independent Wholesalers 
HAZARD INSULATED WIRE WORKS 
DIVISION OF THE OKONITE COMPANY 
Wilkes-Barre, Pennsylvania 
Offices in Principal Cities 


TW 4-N:a> 


FRICTION AND RUBBER TAPES 





16 
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for More Tool 
Mileage 






We are, as everyone, doing our part | 
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. SELL “PENNVERNON” 
: _. . NOT JUST “WINDOW GLASS” 


@ What makes good window glass? Primarily, two qualities: good vision 
and surface beauty. Pennvernon Window Glass provides these two 
advantages in high degree. For a sheet glass, it is remarkably free from 
the defects which frequently tend to distort vision. And it has a brilliant, 
reflective surface finish on both sides of the sheet. Look through Penn- 
vernon Window Glass... or look at it... and in either case, you know ‘ 








immediately that it is a glass thoroughly worthy of quality windows. 


ENNVERNON WINDOW GLASS 


i PITTSBURGH PLATE GLASS COMPANY 
4 ‘PITTSBURGH "stands for Zualiiy Glass and til 
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Get behind it! 





Tas steel used in essential tools can be 
made to go farther by getting the maxi- 
mum service out of them. File steel, 
notably, can be conserved through the 
selection, correct use and proper care 
of The right file for the job. 

Nicholson advertising has been turned 
unselfishly to helping mechanics, farmers, 
repairmen and others in this direction. The 
advertisement (The Saturday Evening 
Post) at the right is an example. 

Conscientious hardware dealers have 
caught the same spirit of helpfulness. For 
how, in these troubled times, can any of 
us do a better job than to help others do 
a better job? 

When you sell a file it should, of course, 
be the very best in performance and value 

. . a Nicholson or Black Diamond. With 
the sale should go your best advice on how 
to get the greatest number of efficient file 
strokes out of it. If you feel that you’re not 
an expert on files and filing, we’ve plenty 
of literature that will help you become one. 

Your jobber can aid you in the mat- 
ter of obtaining the types of files most 
generally needed for the types of file 
users prevailing in your community. 
NICHOLSON FILE CO., 25 ACORN STREET 


Providence, R. 1., U. S. A. 
(Alsxo Canadian Plant, Port Hope, Ont.) 
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Public reply 
to private letter 





Yes, chain is necessary 


for maintenance and repair 


An old wholesaler friend of ours recently wrote us as 
follows: 


"In our territory we need chain for mainte- 


nance and repair of farm machinery and harness. 


There’s a lot of farming in this part of the 
country, some lumbering, a little mining and 
factories here and there. 

"All these activities call for chain from 
time to time. Isn’t there any hope for enough 
chain to keep things going?" 


This letter is important because it states essential chain 


needs which exist in many parts of the country today. 
The situation is becoming serious. While we can prom- 
ise nothing now, we believe it soon may be made pos- 
‘sible to fill orders for the uses mentioned at left, on 
suitable preference rating. 

We know full well that lack of chain for maintenance 
and repair will seriously curtail usefulness of machinery 
now available. 

Therefore we are doing our best to make this known 
and understood. 

We'll keep you advised of developments. 


AMERICAN CHAIN DIVISION 
York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT - CONNECTICUT 








G ESSENTIAL PRODUCTS... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable Iron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
= READING-PRATT & CADY Valves, READING Electric Stee! Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Inven tory Control:— 


At long last WPB is about 
to establish the threatened in- 
ventory control plan, but to a 
vast majority of all the retail 
hardware stores in the country 
it has neither terrors nor inter- 
est for they are quite exempt 
from its operations. In the en- 
tire retail distribution field 
only an estimated 25 per cent 
of volume and 3 per cent by 
numbers are affected. Unless 
your annual sales are more 
than $200,000 or your inven- 
tory $50,000 or more you are 
definitely exempt. Probably 
all wholesale hardware firms 
are liable to this control, de- 
tails of which will be an- 
nounced shortly but to the re- 
tailers, generally, it does not 
apply. However, there is a 
slight catch in the preliminary 
announcement, in that mer- 
chants who are exempt-will be 
required to submit inventory 
reports “from time to time as 
WPB may require.” Just what 
this means is not clear at pres- 
ent but will likely be clarified 
in subsequent bulletins. Some 
leeway is allowed on the effec- 
tive date of the WPB inventory 
control plan, as follows: March 
1 for those whose fiscal year 
for filing federal income tax 
returns begins Dec. 1; on April 
1 for those whose tax year be- 
gins Jan. 1 and May 1 for 
those beginning on Feb. 1. Co- 
incident with the announce- 
ment that the inventory control 
plan is ready for operation, 
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WPB officials are quoted to the 
effect that this plan will be of 
great help to smaller mer- 
chants in that it “will assure 
them of needed supplies now 
being diverted largely to the 
larger operators.” Our advice 
is not to take too much hope 
from this opinion as most hard- 
ware store lines that are hard 
to get are scarce because they 
are made of critical materials, 
or require priorities, and not 
because larger units having 
greater storage and credit fa- 
cilities are able to obtain all 
available goods. The only ex- 
pedient that will materially re- 
lieve hardware store shortages 
is some device which will per- 
mit more production of civil- 
ian goods. 


15 Billions 


in Circulation:— 


Money in circulation dur- 
ing mid-December amounted 
to approximately $15,000.- 
000,000. In order to appre- 
ciate the extent of this amount 
and its significance one must 
realize the fact that it is three 
times the peak figure reached 





during the 1929 boom and 
double the amount recorded in 
September, 1939, at the out- 
break of the present war in 
Europe. Greatly increased war 
industries payrolls and pre- 
vailing low savings bank inter- 
est have been the contributing 
factors to a situation which 
must be regarded as a threat 
for further inflationary trends. 
In the past 10 years, successive 
governmental spending of mil- 
lions and billions for attempt- 
ed relrabilitation from the de- 
pression, for defense and the 
war effort have been so com- 
mon that the average business 
man remains semi-indifferent 
though somewhat hazy regard- 
ing the magnitude of $15,000,- 
000,000 and what it repre- 


sents. 


What Is a Billion 
Dollars? Do You 


Know?— 

What is a billion dollars? 
Have you any idea? Have you 
any gage that makes a billion 
dollars a precise, appreciable 
or understandable amount of 
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money? Maurice Sherman, 
editor, The Hartford Courant 
(Conn.) tells us that if you 
were to spend one dollar per 
minute it would take 1900 
years to spend a billion dollars 
or that if you started in the 
year 700 B.C. with a billion 
dollars and were to spend a 
thousand dollars per day, you 
would have left on Jan. 1, 
2039 (96 years from now) 
more than one million dollars. 
Multiply this by 15 and you 
get a picture of current 
“money in circulation.” 


The New Con gress 
and More Billions:— 


The new Congress is in ses- 
sion. With God’s help let us 
pray it will prove to be the 
“Victory Congress.” No previ- 
ous national legislature has 
faced such a herculean task. 
There are many new faces in 
both the Senate and the House. 
There has been a definite swing 
away from the “rubber stamp” 
complexion of recent Con- 
gresses. The November elec- 
tion, in true democratic form, 
has_ re-established two-party 
politics and government. The 
Administration has a narrow 
majority, insufficient to rail- 
road very much legislation, ap- 
pointments or expenditures 
that cannot stand the acid tests 
of essentiality, competency and 
good judgment. While this is 
definitely no time for petty 
partisan politics, the bi-parti- 
san make-up of the present 
Congress is a healthy sign and 
true to the best traditions of 
the democratic wav of living. 
Thinking of billions of dollars 
again, we learn that Congress 
will probably be asked to pass 
on at least a $100,000,000,000 
war budget and the raising of 
the current national debt of 
$125,000,000,000. When vot- 
ing on such staggering sums of 
money I wonder if many Con- 
gressmen ever recall what they 


did in their childhood days for 


a few pennies. It would rep- 
resent a decided contrast and 
would be worthy of their 
thoughtful consideration. The 
tasks children perform for pen- 
nies are intended to give them 
a sense of values and of pro- 
portion and to teach them the 
value of money so that in later 
life they may be provident and 
face their declining years pre- 
pared to take care of their 
necessities without want and be 
independent of private or pub- 
lic aid. Let us pray that the 
members of the “Victory Con- 
gress” will recall their child- 
hood training—appropriating 
freely for true war needs but 
clamping down vigorously on 
needless expenditures and all 
wasteful practices no matter 
whose toes get trampled. If 
not, this nation, even in vic- 
tory, will face terrific national 
and individual financial pres- 
sure for many generations in 
the struggle to regain its prop- 
er fiscal basis. The financing 
of the war costs must come 
from taxes that can only be 
taken out of our earnings. 
We might as well be realistic 
now regarding these facts and 
let our Congressmen know how 
we feel. 


OPA, WPB, CMP, 
Etc. Reforms 
PDQ:— 

Fighting this global war is a 
task of such gigantic propor- 
tions that no normal gage of 
past experiences even begins to 
be useful in estimating prob- 


able requirements of manpow- 
er and materials. As a result, 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 60 











unavoidable confusion and se- 
vere dislocations occur in the 
early frantic efforts to get un- 
der way. This we can all under- 
stand and accept and that is 
just what we have done. But 
there has been no justification 
for the costly, laborious utterly 
confusing, hard-to-understand, 
non-informative orgy of paper 
work imposed on all kinds of 
business in the matter of ques- 
tionnaires and so-called appli- 
cations. Many firms have had 
to establish special depart- 
ments with costly staffs to com- 
ply with government paper 
work requirements—or suffer 
the consequences of being out 
of business for failure to com- 
ply. Multiple copies of many 
pages of printed forms have 
been demanded for rather sim- 
ple objectives. Now, even con- 
sumers are getting a small dose 
of it in connection with fuel 
oil, gasoline, tire-recapping 
and food rationing. Every al- 
phabetical unit of the govern- 
ment has its own pet group of 
such printed forms all of which 
tend to slow up the process of 
helping to win the war. Some 
paper work relief is promised 
at an early date and nothing 
could be more welcome. The 
loss of time, money and man- 
power for such purposes must 
be beyond all comprehension 
and by no stretch of the imagi- 
nation would any sane citizen 
really believe that more than 
an unimportant percentage of 
all such paper work has ever 
enjoyed even casual scrutiny, 
much less intelligent audit at- 
tention. The new Congress can 
help speed up the winning of 
the war bv a speedy insistance 
that relations between govern- 
ment and citizens be simplified 
and handled on a practical and 


not a purely theoretical basis. 


In other words, let’s have some 
simplification not only of 
manufactured products but al- 
so of government practices. 
Let’s have OPA, WPB, CMP, 


etc., reforms on a PDQ basis. 


“HARDWARE AGE 
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Did you ever stop to figure that a 3-foot climb up a 
ladder 31 times a day, 6 days a week, adds up to 
29,016 feet in a year? Mt. Everest is some 29,000 feet 





! He climbed | 
Mt. Everest 
| Every Year 
a DX. 
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HE hardware man on his rolling ladder climbed the equiv- 

alent of Mt. Everest’s towering 29,000 feet every year. It 
wasn’t for glory, or very much money — his objective, likely as 
not, was a half-dozen lag screws! Yet he earned the profound 
respect of his customers and his community — for his store was 
essentially one of service, and his character that of a man who 
gave freely of time and friendly advice. 

People have learned to expect this service at the hardware 
store. It is your bulwark against competition. Gilded specialty 
shops or grab-it-and-pay stores may imitate some of your stock 
or shade some of your prices. But they can’t match your broad® 
experience, your detailed knowledge, your honest recommenda- 
tions ... 


You can recommend ILCO Products. 


PD-1X Preference Rating Application Form will help wholesale and retail 
sales organizations to obtain priority assistance on certain essential types of 
supplies. We will gladly aid you toward interpreting priorities and early 


delivery of supplies for essential sales. 


Independent Lock Company 
Fitchburg, Massachusetts 


Branches in All Principal Cities 
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SECURITY HARDWARE 
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A MERICANS are out- 


door sports minded in good times 
or bad, in peace or in war. This 
is so much the case that the close 
of last October's World Series 
found many baseball enthusiasts 
talking about the 1943 season 
and its prospects. As_ the 
weather cooled in some sections 
tennis became less important as 
a game of the moment but hun- 
dreds of golfers all over the 
country played on in all kinds 
of weather. Whether they slacked 
off in their own participation in 
sports early or late last year, all 
baseball, golf and tennis players 
continued thinking about the 1943 
seasons for those sports. Much 
of their playing equipment now 
may be in inaccesible places, but 
they can and will be checking 
pretty soon on such items. And 
not leng after “fans” start think- 
ing about their athletic goods we 
find them checking up to see what 
needs replacement and what ad- 
ditional items will be required. 
So right now—today— the active 
hardware dealer should consider 
how and what he is going to do 
to get a greater share of the local 
athletic goods business. 

Many stocks of athletic goods 
are fairly representative. Alloca- 
tion and priorities have diverted 
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many materials normally used for 
the creation of sports equipment to 
the war. Many patriotic minded 
citizens, not subject to military 
service, will give more and more 
attention to war work of various 
types, including the cultivation 
of Victory gardens but they will 
still need other forms of exer- 
cise and will seek the diversion 
of outdoor games. And they will 
be encouraged in doing this for 
games build both health and 
morale. 

Even though right thinking 
citizens will devote more and 
more effort to winning the war, 
they will still have the desire and 
the inclination to participate in 
outdoor sports. The hardware 
store which has always made a 
big bid for business in athletic 
goods will continue to enjoy that 
business by going after it, but it 
can do an even bigger and more 
profitable job by additional effort 
in promoting these lines. 

It is an old saying that you 
must spend money to make 
money. In perhaps no other 
merchandising field can a dealer 
reap greater profits by spending 
a little extra money in promotion 
than in the merchandising of 
athletic goods. Real interest 
evinced in opinions on sports and 













the playing ability of your cus- 
tomers can pay dividends. You 
and your salesmen must sell an 
idea—that of greater participa- 
tion in sports—rather than just 
sell so many clubs, bats, mitts, 
balls, and rackets, when talking 
to sport fans. They'll buy if you 
have the goods and they have 
the means, but you can’t push 
them. 


Here’s How to Sell ‘Em! 
1—Seek all types of trade 


A southern hardware dealer 
enjoys a year ‘round athletic 
goods business as the result of 
always displaying some seasonal 








“If you have sufficient space. 
encourage practice strokes.” 
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By KENNETH A. HEALE 


Associate Editor 
of Hardware Age 


sports item in the store and in 
display windows. Equipment for 
beginners and experts, for “sand- 
lot” players and organized teams 
is given attention. This entails 
the handling of price appeal mer- 
chandise as well as quality lines 
since many beginners will, as 
their playing improves, seek better 
equipment with its better profit. 


2—Have promotion items 

Combination purchases appeal 
to many buyers—particularly in 
tennis and golf. A New York 
hardware concern, which goes in 
for promotion combinations, 
offers, for example, a_five-club 
matched set of irons at $9.95 and 
with the addition of two wood 
clubs sells a combination for 
$14.95. Such outfits are featured 
in advertisements and window 
displays. While many sales are 
made of the combinations, people 
also will buy other items. How- 
ever, the combination gives the 
firm a good selling wedge. 


3—Price line your stock 


The dealer mentioned in the 
preceding paragraph price lines 
his stock. Following a study of 
his trade he offered golf clubs 
in six different price lines run- 
ning from as low as $1.95 per 
club to as high as $7.50 each. 
Some players, regardless of their 
ability and financial condition, 
will have nothing but the best. 
This dealer when faced with price 
competition will lower prices 
without advertising the fact. Says 
the department manager, “We give 
the impression that it is our regu- 
lar price. Instead of pushing this 
item we try te get the customer 
to purchase another brand of the 
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Tennis and Golf Goods 


Irrespective of world conditions, a 


sports enthusiast always thinks about 


equipment in advance of the sea- 
son and the wide awake hardware 
dealer should always do likewise 


same quality which we are -sell- 
ing at regular prices showing a 
normal profit.” 


4—Use pre-season displays 


Even if there is snow on the 
ground in your town break out 
with golf, tennis and_ baseball 





“Stock and display baseball uni- 
forms, tennis and golf clothing.” 


displays early. Most outdoor 
people think about athletic goods 
well before the season. And it 
is not at all unusual for requests 
that spring, summer and fall sports 
equipment be included on the 
Christmas list. Early reminders 
that you have goods, particularly 
those items whose production has 
been curtailed, will sell local 
sportsmen on the theme that your 
store “has the goods.” 


5—Circularize coaches and 
teams 


Send out your catalogs on base- 
ball, tennis and golf goods to 
coaches of school and other or- 
ganization ieams and to individual 
members of teams as early as 


possible. Coaches and the mem- 
bers of teams have to plan their 
activities in advance. With your 
imprint on such catalogs, business 
will naturally come your way. 


And individual letters to team 
coaches and individual players 
well in advance of the season 


could emphasize that while some 
items have been curtailed your 
stocks are sufficient to take care 
of the needs of those who act 
promptly. 


6—Encourage employee 

participation 

Whether your store has a large 
or a small sales staff, do every- 
thing possible to encourage your 
employees to participate in local 
sports events either as players or 
as spectators. Such participation 
will enable them to know local 
sportsmen better, for the ath- 
letically inclined adult — or 
youngster will deal with the store 
whose employees he or she best 
knows. A Wisconsin hardware 
dealer goes so far, in this respect, 
as to pay dues and other costs 
incidental to membership for 
employees belonging to certain 
groups. The firm has sponsored 
baseball, softball and bowling 
league teams. In this capacity, the 
company has supplied uniforms 
to such teams the uniforms bear- 
ing the company’s name. Good 
will is thus built together with 
worth while publicity. Some deal- 
ers have followed the same prac- 
tice even though only one or two 
store employees were actually 
members of the team. 


7—Donate to local teams 
An Ohio hardware dealer 


donates a baseball mitt, bat or 
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ball to school teams from time to 
time, as a good will gesture. He 
has even made such donations to 
“sandlot” teams, whose members 
he knows well. As a result, these 
youngsters buy not only sporting 
goods from the store but items 
which their parents tell them to 
get at “a hardware store.” Since 
the war effort has stopped produc- 
tion of metal trophies, the dona- 
tion of a wooden score board toa 
local ball team can build both 
good will and advertising for your 
store. Your advertising on this 
can be in the form of your store 
name and address or by indicating 
the fact that it was donated by 
your hardware store. 


8—Have room for “practice” 

Baseball, golf and tennis play- 
ers like to “practice” when they 
get their hands on bats, clubs or 
rackets. If you have sufficient 
space free of encumbrances, en- 
courage practice strokes and 
swings. Experts as well as be- 
ginners like to get the feel of bats, 
rackets and clubs. Well placed 
compliments during such practice 
moments, tied in with the particu- 
lar item being used. might help 
clinch the deal. 


9—Advertise early 

Get on the job with advertising 
in advance of the season, and 
when the season is just starting. 
The real “fan” 


or a spectator—starts thinking 


whether a player 


about these warm weather sports 
while it is still cold. Whether you 
use newspaper, radio, direct mail 
or circular matter to advertise 
your sports items try to tie it in 
with games or matches or tourna- 
ments of both national and local 
importance. Giving the “home 
town boys” a boost will always 
pay dividends in good will. Tie 
in your advertising with the week 
in which the major league teams 
start the season. 


10—Have a bulletin board 


Sports fans listen to radio com- 
mentators and read the sports 
columns. Even so, up-to-date 
printed material on both local and 
nationally known teams will add 
a touch to your department. In- 
dicate which local teams are start- 
ing practice and when and where. 
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When the season is on keep this 
up-to-the-minute by indicating 
last minute news as to the bat- 
teries of teams, the order of start- 
ing in local golf or tennis tourna- 
ments, etc. As soon as you can, 
post the dates on the bulletin 
board for all games of local 
teams. 


11—Sell sports uniforms, 
clothing 


Stock and display baseball uni- 
forms, tennis and golf clothing. 
Selling complete outfits to or- 
ganized teams is obviously more 
profitable than making occasional 
sales to individual players. Cater- 
ing to both types of buyers, how- 
ever, has profit angles. Adults 
and youngsters whose sports uni- 
form and clothing needs can be 
handled by your store are going 
to think of your store for other 
purchases which are not related to 
leisure time pursuits. 


12—Offer repair service 


If you are not equipped to re- 
string rackets, replace golf shafts, 
etc., seek this business as an 
agency. Often a player coming 
for athletic goods repairs will see 
some other items for his favorite 
sport that he will buy when seek- 
ing repairs on other items. It is 
a traffic building help—and traffic 
builds sales. Emphasize that it 
is patriotic to try to conserve and 
repair usable sports equipment as 
a means of saving vital materials. 


13—Have accessible displays 


All sport enthusiasts, both 
young and old, like to handle, ex- 
amine and swing golf, baseball 
and tennis bats, rackets and clubs 
and these items should be dis- 
played within easy reach for this 
purpose. Make it really easy for 
them to get the “feel” of a bat, 
club or racket. 

(Continued on page 86) 





Feature Clothes Closets as a Protection 
for Servicemen’s Civilian Garments 


Pgetggse closets and hampers 
are good year ‘round sellers 
for personal use and for gift pur- 
poses according to Lyle A. Zieg- 
ler Hardware. Elgin, Ill. a city of 
36.000. Most of the clothes closets 
are moving well throughout the year, 
Mr. Ziegler says. “because families 
of servicemen are buying them to 
store and preserve civilian clothes 
for the duration.” 


At present, five grades of fiber 
clothes closets are offered ranging 
in price from $1.98 to $9.65. Clothes 
chests sell from $1.98 to $3.49. De- 
cember, January and February are, 
however, the very peak months for 
these items at Ziegler’s. The ham- 
pers which tie in nicely with the 
sale of the closets are priced from 
$1.98 to $5.95 the best selling seat 
hamper being on sale at about $3.49. 





Here is the clothes closet and hamper display. The firm also 
features wooden market baskets and curtain stretchers here. 
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Tool Business Triples in a Year 


eB: ra 


This side window display is next to the doorway where customers can 


see the store has tools to sell 


Au over the coun- 


try there is a constant demand for 
tools from defense workers. The 
dealer who is in position to meet 
this clamor not only helps the 
war effort but adds to his own 
volume and profits. In Waltham, 
Mass., a city of from 35,000 to 
10.000 population, there are hun- 
dreds of defense workers who 
need a wide variety of tools. Men- 
delsohn’s, operating a good size 
hardware store at 469 Moody St., 
endeavors to meet these demands 
and advertises to tell the workers 
just what they have received in 
the way of new shipments. This 
firm also regularly uses window 
space for displaying tools. 
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those having proper priorities. 


Although making some _ tool 
sales to defense plant purchasing 
agents, most of Mendelsohn’s tool 
stocks are sold direct to defense 
workers and on a priority basis. 
At the bottom of the store’s three- 
column illustrated newspaper ads 
and just above the firm’s name 
there frequently appears a mes- 
sage “Just Arrived—More Tools.” 
Below are listed new arrivals 
including precision tools. At the 
right of this page is part of 
one of the ads calling attention to 
“new arrivals’ in the form of 





tools. 

Aaron Mendelsohn says, “Once 
a week we advertise tools, show- 
ing them in a box and telling our 
customers just what we have re- 
ceived. I figured when I first 








Mendelsohn’s tool 
sales in 1942 were 
three times what 
they were in 194l. 
Advertising keeps 
workers informed 
regarding the tool 
shipments received 


started this idea that people would 
watch for it and they have been 
doing so, because defense workers 
are hungry for tools. Our tool 
business in 1942 was triple that 
of 1941 because we were able to 
get precision tools we did not have 
during the previous year. 

“When our regular sources of 
supply could not provide microm- 
eters and other precision tools, in 
1942, we looked in the HARDWARE 
Ace ‘Who Makes It?’ Directory 
Issue and got names of other man- 
ufacturers who could and would 
supply us on priorities. Until that 
time we had gone for months with- 


out any micrometers in stock. 










JUST ARRIVED— 


= MORE TOOLS === 
-[Micrometers, "Sz "730.9 


o0 gradanbion 














Center Gauge ........... 
Depth Gauge Scale 6 inch. 
Large Bench pr Stone 
Metric Secie 15 ass 
Machinist's Oil- stone ‘File. néeseee 
Automatic Screw Driver ......... 
Combination Square’............. 
Electric Soldering Iron ........... 
Automatic Alcohol Torch......... , 
rT $3.49 
Large Steel Tool Chest ........... $3.98 


More Machinist's Tool Chests — Just Arrived! 
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6 Drawer—Wood , 
Tool ‘9° 
Chest ..... / 






5 Drawer—Wood 








469 mooDY ST. WALTHAM 3210 





‘Mondeo 





Here’s a corner of one of the firm 
advertisements announcing the ar- 
rival of a shipment of tools. This 
ad appeared during October, 1942. 
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S HORTAGE of stocks 


is a handicap that every hard- 
ware retailer is crying about these 
days. It’s serious and it’s un- 
avoidable. 

There’s another shortage that is 
just as objectionable to the cus- 
mer. It threatens to become just 
as serious to your business. For- 
tunately it is one you can do some- 
thing about. 

It is shortage of skilled selling. 

You might survive either one of 
these shortages alone but you 
can’t survive both of them and 
come through the war period with 
a good foundation for the future. 

Make yourself and your 
assistants genuinely helpful to all 
customers—and you'll go a long 
way toward accomplishing these 
three important objectives: 


The Three Objectives 


1—Keep your customers satis- 
fied when you haven’t got exactly 
what they want. Understand 
various lines so you can suggest 
kindred articles, explain their con- 
struction and uses. Be adept in 
human relations so customers 
won't feel snapped off when you 
can’t fulfill their exact desires. 

2—Keep up your sales volume 
in spite of certain shortages by 
selling more of other lines; by 
treating customers so courteously 
they'll give your store a larger 
percentage of their total business. 

3—Improve your position for 
the post-war days by looking after 
your trade so well they will be- 


come cemented to you during 
these days of shortages. Make 
them feel you're taking better 
care of them than if they shop 
around or scatter their trade now. 
Thus you will come up to the end 
of the war with a backlog of 
steady trade that will be your 
biggest asset when stocks again 
are complete and real competition 
returns. 

Nothing will sell unless it gets 
the prospect’s attention. That’s 
the first “Step in Selling,” as 
covered last month. 

Now, with the prospect's atten- 
tien secured, Step No. 2 is to 
arouse his or her interest. 

There are many ways to do this, 
but none of them start off— 











“Keep up yeur sales volume by 

treating customers so court- 

eously they'll give your store 

a larger percentage of their 
total business.” 


“You don’t want a new step 
ladder, do you?” 

“Wouldn’t be interested in an- 
other card table, I suppose.” 

“Lousy weather we're having 
after that nice spell.” 

Only one thing is worse than 
negative thinking and that is 
negative talking. 

In all over-the-counter selling, 
it is important to say or do some- 
thing early in each sale to jolt 
the prospect out of his own 
thoughts and worries. His natural 
tendency is to be self-centered and 


so it’s up to you to work your 
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By BRIANT SANDO 


Sales and Advertising Consultant, 
Louisville, Ky. 








“Back up the actual merchan- 

dise you are selling with some 

kind of proof, an exhibit or a 

demonstration whenever it may 
be possible.” 


merchandise or service into first 
consideration for a while. 

You can’t do it by wasting time 
on obvious generalities, or nega- 
tive ideas, such as we have men- 
tioned, although on the other hand 
it is not always best to jump sud- 
denly into a sales talk. That’s all 
right with busy business men— 
they're used to that—but many 
men and most women are inclined 
to become suspicious if they think 
you are trying to rush them. 

So gear your speed to the type 
of person you are trying to sell, 
but in any event avoid negative 
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thoughts and approaches that 
plant the idea of poor business or 
bad weather or unsatisfactory re- 
sults. 

Whether you generalize for a 
moment, or get right down to 
brass tacks, be sure your start 
is cheerful and positive and favor- 
able to the action you want later. 

A certain retailer has sold me 
merchandise for years, and I have 
never heard him say an unfavor- 
able word about weather, people, 
politics, religion or other subjects 
favored by so many. George sees 
the good in everything and every- 
body—and if I am_ naturally 
“low” when I go into his store 
I am never that way when I leave. 
As he gets most of my business 








in his lines, | can say nothing 
that would commend his methods 
more favorably. ; 

I don’t mean to imply that 
George hasn’t the normal human 
inclination to talk about other 
people and things of common in- 
terest. He has. But he always 
has something good or cheerful 
to say; he doesn’t repeat idle 
gossip or spread evil tidings. 
Hence, even his general talk or 
opening remarks help arouse the 
right kind of interest. 

Quite different is Sam, another 
retailer I know, who usually 
spends half of each shopping 
period making me feel that every- 
thing is in a mess, that we are 
all racing downhill without brakes. 
When the logical time comes for 
me to be giving Sam an order, we 
are both too busy crying on each 
other’s shoulders. 


Everybody Likes 
Compliments 


Dale Carnegie tells, in “How 
to Win Friends,” how a salesman 
landed a big order from George 
Eastman of Kodak fame by open- 
ing his talk with these words: 
“While I have been waiting for 
you, Mr. Eastman, I have been 
admiring your office . . . I never 
saw a more beautiful one in my 
life.’ That was the truth and it 
led naturally into matters of 
mutual interest and the sale itself. 

A successful social worker 
says, “I always talk football or 
baseball to boys, and clothes or 
movies to wayward girls.” She 
(Continued on page 36) 















By J. HOWARD PEW* 
President, 
The Sun Oil Co 


Philadelphia, Pa 


MERICAN _ indus- 
try and agriculture now have the 
responsibility of saving the human 
race from slavery, for this is pri- 
marily a war of production. The 
industrial executive, the mechanic, 
the refinery and shipyard work- 
ers, the farmer, and all other 
American workers are the real 
fighting forces. They are not just 
“The men behind the man behind 
the gun.” Upon their ability to 
produce more and more of better 
and better goods, to out-produce 
the combined efforts of our 
enemies, depends the final out- 
come of this world’s most bitter 
war. We all know that industry 
has done and is doing a magnifi- 
cent job for our arined forces. 
But vastly more must be done in 
the future. All our energies, re- 
sources and money must be mobil- 
ized. Many years of war lie 
ahead. If those years of sacrifice 
eventually bring victory instead 
of slavery, it will be worth the 
price. Meanwhile we must make 
war a way of life. My purpose 
today is to discuss those princi- 
ples and measures which during 
these war years are necessary to 
Keep production on the increase. 





(Harris & Ewing) 


J. HOWARD PEW 


It is also my purpose to point out 
those things which will cause pro- 
duction to turn downward. 
Several times duriag the last 
20 years I had occasion to make 
careful studies as to why our 
workers produce three times as 
much as do the workers in Eu- 
rope. I thought. perhaps. we 
might be smarter than Europeans. 
but found we are not. We need 
only recall that our factories are 
largely manned by the sons and 
daughters of Europe. I inquired 
whether our natural resources 
were responsible for our high liv- 
ing standards, but found they 
were not. China and Russia. as 


*An address before the National Association of Manu- 
facturers, in New York City, Dec. 2, 1942, but equally 
as appropriate for the thoughtful consideration of 
every man in the wholesale and retail hardware busi- 
ness, where initiative also plays the most important 
part in making a business career a success. The 
greater the initiative the greater the success in all 
business, large or small.—The Editors. 
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well as many countries in South 
America and Africa, have greater 
natural resources than we, yet 
their living standards are even 
below those of Western Europe. 
[ investigated to ascertain if our 
production achievements were in 
some way due to our use of ma- 
chines, mass production or ad- 
vertising, and found this was true 
in part, but that, nevertheless, 
these also were available to the 
peoples of Europe. In fact, the 
steam engine and the industrial 
revolution first emerged in Eng- 
land and spread to the European 
continent before reaching Amer- 
ica. 

In short, the reason American 
industrial wheels turn around so 
much faster than those in Europe 
I finally found in a single word— 
initiative. American industry has 
it. European industry, generally 
speaking, lacks it. Initiative is 
the key to the great difference 
between American and European 
industrial production. Initiative 
is the psychological drive that 
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Win the War 


“ENITIATIVE is the key to the great 

difference between American and 
European industrial production. It is 
the psychological drive that makes 
the wheels of American industry go 


‘round. 


“Initiative is an intangible thing. It is 
not something that you can give to a 
man. It cannot be bought in stores; nor 
can it be acquired from books. Initia- 
tive is an attribute of the spirit, spring- 
ing out of certain urges within man- 


kind.” 


makes the wheels of American 
industry go round. 

Initiative is an intangible thing. 
It is not something that you can 
give to a man. It cannot be bought 
in stores; nor can it be acquired 
from books. Initiative is an at- 
tribute of the spirit, springing 
out of certain urges within man- 
kind. A yearning for the security 
of one’s family moves men to 
exert themselves beyond the re- 
quirements of mere survival. 
Men, too, desire recognition from 
their fellow men. Pride of work. 
pride in the superiority of their 
product, the doing of a better job 
than the other fellow, prestige of 
position—all these are aspira- 
tions that motivate men’s actions. 
So, too, is the urge to improve 
our material well-being: to eat 
more or tastier food, wear better 
clothing, live in more comforta- 
ble homes. 

When opportunity exists for the 
satisfaction of these urges, men 
develop what we call initiative. 
Initiative finds its expression in 
competition; and competition is 
possible only where there is free- 
dom of choice and action. Where 
men are denied freedom of choice 
and action, their initiative dries 
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up and gives way to inertia and 
inefficiency. 

In Europe the initiative of 
men has been throttled by cen- 
turies of oppression, regimenta- 
tion, socialization and carteliza- 
tion. By regimentation we mean 
the usurpation by Government of 
those activities which should be 
left to business and industry. By 
the European cartel system we 
mean conspiracies among groups 





of industrialists and business men 
to control prices and production. 
Neither the cartel system nor 
regimentation offer any reward 


for reducing costs or improving 
products. Under these systems 
incentive for initiative is de- 
stroyed. Freedom of decision and 
choice are so restricted and the 
opportunity for improving one’s 
lot made so difficult, that men lose 
heart and ,give up the job. The 
worker, knowing that his place in 
life is fixed, does what he has to 
do to live and no more. 
Government regimentation and 
industrial cartels are Siamese 
twins of evil, for one is just as 
destructive of industrial produc- 
tion as is the other. In contrast 
to these limitations on initiative 
and originality, the American en- 
terpriser has been largely free of 
all dictation save that of his in- 
dividual genius and _ initiative. 
Here the door of opportunity has 
been kept open for every man, 
irrespective of creed, class or 
color. Here man has never been 
hedged in by class distinctions. 
The only aristocracy that counted 
was that based on talent and hard 
(Continued on page 78) 


“The elimination of brands and the pooling of goods 
in certain industries cannot be too severely condemned. 
One manufacturer has long printed on every package 
turned out these words: ‘The priceless ingredient of 
every product is the honor and integrity of its maker.’ 
This manufacturer has expressed what every indus- 
trialist feels about his individual product. A lifetime 
of hard work in the development of the product in 
which the manufacturer may well be proud, is by 
some Government directive thrown in the scrap heap. 
Regimentation of this kind strikes at the very heart of 
initiative, and I have no hesitancy in making the pre- 
diction that, excepting only in the rarest instances, such 


action will result in incalculable harm to our war 


effort. 















The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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Those Related Sales 


r YHERE’S many a hardware 
store salesman who feels 
pretty good every time he 

makes a sale and the customer 

leaves the store with a package 
under his arm. And every sales- 
man should feel a glow of satis- 
faction every time the cash regis- 
ter rings as a result of his sales 
efforts. Every sale means that 
much more profit for the firm and 
helps to establish its maker in a 
firmer position. But if a single 
sale brings satisfaction, profits 
and stability, how much greater 
those results would be if two sales 
or more were made to each cus- 
tomer who comes into the store 

with the intention of making a 

single purchase? 

What we are getting at are 
those related sales. The original 
sales may represent the bread and 
meat for the store, but the extra 
sales are the dessert. 

Making a sale of related mer- 
chandise is frequently easier than 
closing the original sale. You 
have the customer in a receptive 
mood and he is all “warmed up” 
to the subject. So why not, in- 
stead of calling it a day after his 
initial purchase, try and sell him 
some other article that will help 
him use the first? 

It’s an easy matter to call those 
related articles to mind. Paint 
suggests brushes, sandpaper, 
putty, turpentine and a host of 
other items. An orange squeezer 
suggests a paring knife. A glass 
baking dish calls to mind a dish 
mop or soap flakes. Look over the 
merchandise on your tables and 
along your sidewalls and try to 
see how each item reminds you 

_ of something 
Rs, | else. Try this out 

j when you have a 

few spare min- 


e 


utes and you'll find that the time 
spent pays real sales dividends 
when a customer wants to see one 
of the articles you have been 
checking. 

The original sale may call for 
a bit of high-pressure work but 
the sale of the related article is 


usually based on a mere sugges- 
tion which catches the customer 
in a receptive mood. So don't 
forget to follow up every sale you 
make. Every one of them means 
a lot—to both the firm and to 
yourself. And in these days, when 
there are shortages in many lines, 
these sales of related merchandise 
mean more than they ever did. 





Winners of the December 
“Selling Sentence’ Contest 


Contestants in the December “Selling Sentence” 
Contest were required to build selling sentences 
about the following merchandise items: 


1—Snow Shovel 
2—Fireplace Grate 


3--Stepladder 
4—-Food Chopper 


5—Furniture Polish 


The Editors ofp HARDWARE AGE, acting as judges, 
have selected the following winners. First prize 
awards of $2.00 each have been paid to these mem- 
bers for the best selling sentence in each merchan- 


dise group: 


SNOW SHOVEL 


FIRST PRIZE—$2.00 
Won by 


LENA DAY 


DeVore Hardware Co., Inc. 
Monongahela, Pa. 


“You can have your sidewalk 
cleaned in a jiffy with this shovel 
because it has a wide blade and 
yet is light and easy to handle. 
The varnish on it will keep the 
snow from sticking and, at the 
same time, will protect the shovel 
from rust. The brace on the back 


will insure you many years of 
service.” 





LENA DAY 
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FIREPLACE GRATE 
FIRST PRIZE—$2.00 
Won by 


WILLIAM H. BAILEY 


Perth Amboy Hardware Co., 
Perth Amboy, N. J. 


“This fireplace grate is made to 
burn cannel coal, charcoal, an- 
thracite coal or wood, and it is 





WM. H. BAILEY 


made to withstand breakage from 
heat. The separate removable sec- 
tions make cleaning an easy mat- 
ter. It is built to give long ser- 
vice.” 
x * 
STEPLADDER 
FIRST PRIZE—$2.00 
Won by 
H. A. STIMMEL 


Worthington Hdwe. Co., 
Worthington, Ohio 


“This six-foot stepladder is the 
popular size for the average home. 
It will not wobble or tip when in 








use. It is made of straight-grain 
fir with each step grooved and 
supported by a steel rod. This 
ladder is extremely durable and 
should last you a long time.” 


x * 


FOOD CHOPPER 
FIRST PRIZE—$2.00 
Won by 


MRS. MARION H. WOODBURY 


Waite Hardware Co., 
Southbridge, Mass. 


“This food chopper is a real 
war-time investment, because with 
it you can create tasty meals from 
low-priced cuts of meat and left- 
overs and save both time and 
money. The large opening, as- 





<= 


MRS. M. H. WOODBURY 


sorted self-sharpening cutters, the 
easy washing feature and the sim- 


You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 
pages of successful ideas. 





ple clamping device make it a. 
utensil of lasting value.” 
x * 
FURNITURE POLISH 
FIRST PRIZE—$2.00 
Won by 
HELEN M. DOUGLAS 
W. H. Douglas Hdwe., 
Commerce, Texas 


“Your furniture will look like 
new after you have used this furni- 





HELEN M. DOUGLAS 


ture polish on it. It cleans and 
polishes quickly, leaving a thin 
protective film that will not ruin 
the fine finish of your furniture. 
It is a time saving cleaner for use 
on bath tubs, sinks, tile drain 
boards, etc. A little of this polish 
goes a long way.” 


x*re 


Honorable Mention 


The judges award the rating of “Honorable Mention” and a payment 
of $1.00 to the following contestants whose entries, though not win- 
ning one of the major prizes, were considered worthy of publication: 


SNOW SHOVEL 
HELEN M. DOUGLAS, W. H. 
Douglas Hdwe., Commerce, 
Texas 
“It takes less energy to move 
snow with this shovel because it 





is lightweight, yet sturdily made; 
has a handle of the correct length 
that is varnished 
to make it slide 
easily in the 
hand, and cleans 












a broad path. It should last a life- 
time if it is cleaned and is stored 
properly between seasons.” 

* 


FIREPLACE GRATE 
DANIEL R. WOODBURY, Waite 
Hardware Co., South- 
bridge, Mass. 


“This fireplace grate will give 
you uniform heat with less care 
and will burn practically all night 
with less coal. Your guests will 
enjoy those Sunday night snacks 
if you use it in cooking steaks, 
frankfurters or marshmallows. 
The heavy construction, conve- 


ing and is thoroughly rust-proofed 
for long, satisfactory service.” 


x * 
FURNITURE POLISH 
LENA DAY, DeVore Hardware 
Co., Inc., Monongahela, Pa. 


“Here is a polish that cleans 
walls, woodwork, windows, tiles, 
ranges, porcelain and automobiles. 
If the finish is faded and lifeless 
it will bring back the original 
color and luster which has been 
hidden beneath the dirt and 
grease. Regular use of this polish 
will impart a_ beautiful, lasting 
finish and it will help make house- 
cleaning an easy matter.” 











nient ash trap and attractive de- 


STEPLADDER 
HELEN M. DOUGLAS, W. H. 


Douglas Hdwe., Commerce, 
Texas. 


“Here is a stepladder that will 
not slip from under you. The 
steps are wide enough to permit 
you to stand comfortably upon 
them. See how sturdily each step 
is braced to prevent giving when 
you step on it. Even the back has 
extra bracing that helps make it 
more rigid and reliable and gives 
it longer life. A stepladder like 
this one in every home would 
mean fewer broken bones.” 


sign mark its quality and endur- ** 
— Here’s an Idea for You! 


x * 


FOOD CHOPPER 
LEONARD NELSON, West Side 
Hardware Co., Elgin, Ill. 


Take the Plunge! 


“If you once get the idea firmly 
implanted in your mind that you 
can sell an article—you'll sell it. 

“A few years ago we sold a 
lamentably small number of good 
quality clothes hampers. One day 
we decided to take the plunge. 
We bought dozens of them in a 


“It is much easier to use a 
food chopper that cuts rather than 
tears the food and a good food 
chopper should cut fine, medium 
or coarse as desired. For that 
purpose you get four cutter blades, 
each scientifically ground and pre- 
fitted to this particular chopper 
and firmly held in place by a con- 
venient thumbscrew for the rapid 
changing of cutter blades. In this 
manner the food is neatly sheared 
and is not torn or mashed. It 

g _ may be taken apart for easy clean- 


variety of colors and sizes. 
“First, we filled our largest 
show window exclusively with 
hampers, all of which were indi- 
vidually priced. We kept this dis- 
play for about two weeks. We 
also made another display in our 
basement gift shop where cus- 


YOU PAY NOTHING 
Any Retail Herdware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 
HARDWARE AGE 


Retail Sales Idea Club, 
100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 








Name 
Firm St. 
City State 








1 am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 











tomers could examine them closely 
and get the feel of their quality. 

“We received the surprise of 
our lives, for we really began to 
sell hampers in quantity. We 
thought that we were plunging in 
buying so many, but today it’s 
just a regular purchase. 

“There is nothing unusual about 
our display procedure. The idea 
is this—don’t be afraid to plunge. 
Make a start and take a chance. 
You can’t sell goods you haven't 
got. Believe that you can sell an 
article and you'll sell it.” 

DANIEL R. WOODBURY, 
Waite Hardware Company, 
Southbridge. Mass. 


Copy this form on a penny 
post card if more than one 
form is necessary. 


USE THIS 


FORM TO 
REGISTER 
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“What cartridge 


New, free booklet answers your 
customer’s questions 


SPARTANS OF, 


ERE’S a handy new booklet especially de- 
signed to help you answer the question, 
“What cartridges can I use in this gun?” 


Many shooters have exhausted the ammunition 
they’ve been accustomed to buying for their vari- 
ous guns. So it’s now a matter of finding some 
suitable ammunition, or of not shooting. 


And what’s more, many an old rifle, revolver or 
pistol has been resurrected lately, and their owners 
are asking ammunition questions. 


— ees 
eR ET ere 


Here is another opportunity for you to serve 
your customers. It’s easy to do. Just reach for 
the booklet, “Arms and Cartridge Adaptations,” 
look up the correct cartridge for the gun and give 
them the right dope. It’ll build up store traffic by 
bringing gun users in. And, after all, that’s what 
you want. 


We suggest that you send for one or a number of 
copies of “Arms and Cartridge Adaptations” with- 
out delay, for we feel that this booklet will be a 
welcome addition to every back-of-the-counter “ref- 
erence library.” Write Dealer Section, Remington 
Arms Co., Ine., Bridgeport, Conn. 


tes 
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“Well, didn’t you say you wanted a live-wire salesman?” 
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does this gun shoot?” 
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Our nomination for 
rageous Pun of the Month: “Sure 
there are musical fish. Haven’t you 
heard of a piano tuna?”!!! 


* * * 


® Did you know that the salvage 
brass from only two shot-shell heads 
is enough to make a cartridge case 
for a sub-machine gun? Why not set 
up a box in your store for empty shell 
and cartridge cases? 


+ * * 


Hunting seasons bring on some pretty 
tall stories. For example, there’s the 
hunter who claimed that one shot pel- 
let of his went clean through a duck’s 
foot and head. Seems that this duck 
was scratching his head at the time! 
(Maybe he was worried about the 
long duck season.) 


* 


* * 


® On all sides these days you're hear- 
ing that conservation serves the na- 
tion. That certainly goes double for 
guns and ammunition, which are so 
useful but now so scarce. To be able 
to tell people how to get the most 
out of guns and ammunition, write for 
your free subscription to the Retail 
Merchandisers’ Club Bulletins. Ad- 
dress: Dealer Section, Remington 
Arms Co., Inc., Bridgeport, Conn. 


























Six Steps in Selling 


(Continued from page 29) 


gets their attention by talking to 
them first about the things in 
which they are the most interested. 
The same principle works equally 
well with adults. 

Keep your eyes and ears open 
for things you can naturally com- 
pliment whenever you are trying 
to interest people. Build a bridge 
from that point into your sales 
talk, and usually your prospect 
will follow you along. 

Once you get into your sales 
talk, remember the first few sen- 
tences and the first few seconds 
are vital. Use words that paint 
a clear, sharp picture of the bene- 
fits and advantages in what you 
are selling. 

Back up the actual merchandise 
you are selling with some kind of 
proof, an exhibit or a demonstra- 
tion whenever possible. Pictures 
or charts or anything that is novel 
or different will often arouse 
interest. 

Questions, if intelligently asked, 
may also help arouse interest. 
They force the prospect to listen 
and pay attention, if he expects 
to answer properly, and when he 
“opens up” and begins to partici- 
pate in the deal he most likely can 


be sold. 


What Interests People Most 


Sometimes the sales process 
can be shortened to omit some of 
the six steps I stress, but the step 
to arouse interest is not one of 
them. The only time you can 
safely skip this one is when the 
prospect comes in and makes it 
clear that he knows what he wants 
and is ready to buy. Then it is 
just a matter of arranging details 
and closing up the transaction. 

But in the average sale, you 
are safer to assume that no one 
is interested to the point of pur- 
chase in your merchandise—until 
you make them get that way. 
Don’t take a chance on this feature 
of any sales presentation; to skip 
it often is sales suicide, especially 
on the big profit items. 

The rule for arousing interest 
is perhaps the simplest of all. 
What one subject is sure to in- 
terest everybody? Ourselves! 
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Hence, to interest people, talk 
to them about themselves, their 
homes, their families, their de- 
sires. Then to make a sale, tie 
your talk to the prospect on how 
your goods will serve him. 

A sincere, friendly start is a 
help in every sales effort. A warm 
welcome is most important in 
every retail establishment. It is 
better to speak first rather than 
to wait for the customer to speak; 
it shows you are alert and atten- 
tive and softens the shyness of 
hesitant customers. 


A Friendly Welcome 


Instead of “What can I do for 
you?” or “Something you want?” 
it is better to greet customers with 
the same friendly welcome you 
would show in meeting friends. 
A pleasant “Good morning” or a 
cheerful “How do you do?” is 


all right for an opener, especially 
if you can couple with it the use 
of the customer’s name—which 
is always good technique. 


The Best Approach 


Of course if the customer is al- 
ready looking at, handling or ex- 
amining merchandise at a certain 
counter as you approach, then the 
“merchandise approach” is best. 
This means—say something about 
the item under consideration, pre- 
ferably a good selling point (such 
as, “That’s a mighty neat new de- 
sign, isn’t it?”) Such opening re- 
marks “break the ice,” help bring 
out the customer’s reactions, and 
take you into the sale at once. 

If, in every approach, you are 
courteous and considerate (as well 
as alert and prompt) that goes a 
long way toward giving each cus- 
tomer a feeling of good will to- 
ward you and your store. 

That always makes it easier to 
arouse interest. 


Pressed Wood Relics Good Gift Items 


DD but distinctive gifts are 

prized by many people even in 
wartime, and that is why the Weber 
& Furman Co., Rockford, Ill, had 
a special table devoted to a display 
of pressed wood. 

Items made from this material 
are artistic and make excellent orna- 
mental pieces. They sell from 25 
cents to $2.29 depending upon size 


oSttt t+ 
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and quality and come in a wide 
variety of designs and sizes so that 
they fit almost any home. Weber & 
Furman has found that women are 
interested in these items and are 
buying them. A display of pin up 
lamps on the same table, selling 
from $2.50 to $3.50 also sell well 
to the same type of customer who 
buys the pressed wood gift items. 





A part of Weber & Furman’s pressed wood novelty table. 
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Right now, Delco Appliance is working only for 
Victory . . . devoting all its skill to the mass produc- 
tion of high-precision electro-mechanical war devices. 

But, “there’s a great day coming” . . . the day 
when peace comes . . . the day when Delco Ap- 
pliance returns to building equipment that increases 
home comfort and convenience. And that home 
equipment will be far advanced . . . finer than 
anything known before. 

We cannot tell you yet what this new equipment 


THE HOME OF 


TOMORROW WILL BE 


will be like. We cannot even tell you how many 
of the new war-born metals, plastics, and synthet- 
ics it will make use of, or,how many of the new 
manufacturing processes will be employed in its 
construction. 

We can, however, promise you this: When Vic- 
tory inevitably comes, Delco Appliance will bring 
you this advanced equipment with the utmost speed 
... $o that you can profit quickly from the tremen- 
dous home appliance market that will be waiting. 


Delco Appliances include Automatic Delco-Heat(otl-coal-gas), Delco Water 
Systems, Delco-Light Power Plants and Delco-Light Ironclad Batteries, 


ELCO APPLIANCE 


DIVISION, GENERAL MOTORS CORPORATION, ROCHESTER, N. Y. 


DURING 
WAR OR PEACE 


DELCO 


APPLIANCES 
“DO THE JOB 
BETTER" 
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Since installing it 
Barberton Hardware 
is getting business 
which it previously 
sent to other stores 


This basement display 
is responsible for a 
large number of sales 
of oilcloth, shelf edg- 
ing and covering and 
chair cushions. Most 
of these sules are of 
the impulse variety. 


Ln October, Bar- 


berton Hardware, Barberton, Ohio, 
decided to cash in on local de- 
mand for oilcloth by the installa- 
tion of an “oilcloth shop” in its 
appliance basement. Prior to that 
time, customers seeking oilcloth 
had been referred to other stores 
in Barberton. Employees of the 
store now are able to show cus- 
tomers a good variety, together 
with oilcloth shelf edging, shelf 
covering and chair cushions. 
Frank Hawson, manager of the 
store, says, “We formerly sent 
people elsewhere for oilcloth. Now 
we have it to keep people coming 
to the store for this and other 
lines. We took the manufacturer’s 
advice as to the patterns we should 
stock and bought that company’s 
better selling numbers. Most of 
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the present sales of these items are 
‘impulse sales’. People who are 
seeking other merchandise will, 
upon learning we have oilcloth 
and related items, buy them from 
us instead of going to other 


stores.” 
Attracting Attention 


While the display is in a cor- 
ner in the basement, attention to 
it is called by the use of two signs 
provided by the manufacturer. 
These are prominently displayed 
on the railings of the staircase 
leading to the basement. 

Shown above is the basement 
“oil-cloth shop.” On a rack pro- 
vided by the manufacturer are 
more than 20 patterns of plain 
and figured numbers. Adjoining 


the rack is a display of oilcloth 
shelf edgings, shelf coverings and 
chair pads. Surplus pad stock is 
stored in cartons covered with a 
flowered pattern number which is 
handled by the store. The entire 
“shop” display is on a linoleum 
covered platform and is clearly 
visible to people descending the 
stairs. 

In addition to the 20 or more 
oilcloth patterns, there is a variety 
of shelf edging numbers and shelf 
covering patterns together with a 
good selection of chair cushions. 
Chair pads sell at 45 cents each, 
shelf edging at 3 cents a foot and 
shelf covering numbers at 12 cents 
a foot in the 12-in. size. The 
46-in. oilcloth numbers sell at 39 
cents a yard and the 50-in. num- 
bers at 45 cents a yard. 
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Come Hell or High Water 


The farmers of this country must produce as 
never before — more meat — more grain — more 
dairy products — more everything. 

Half the world is hungrily counting on Uncle Sam’s sun-tanned 
Sons of the Soil producing enough foodstuffs to save it from 
starvation. 


Hired men are scarce, but every man, women and child on the farm 
is pitching in to get the job done. They’re doing all kinds of work, 
from driving tractors to swinging a scythe. And when it comes to 
scythes, remember... 


NORTON ABRASIVE SYCTHESTONES 


The Only Complete Line — Natural, Artificial, Fabricated 


ASSORTMENT 497-A 


Novel in Construction Rich in Appearance 


Strong Consumer Appeal — Occupies Minimum Space 


Retail Prices Printed Clearly 


A world leader for three years and continued for 
another year at the earnest request of the trade. 


33 Stones —List Price *7.65—Dealer Cost *4.97 


Price 


BEHR-MANNING - TROY, N. Y. 


(DIVISION OF NORTON COMPANY) 


ALSO QUALITY SANDPAPERS SINCE 1872 





es slightly higher west of Denver 
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Store Owned and Operated by a Woman 
Attracts Many Feminine Customers 


Bressler’s Hardware of St. 
Albans, N. Y,an example of 
compactness and efficiency 


i iieideiss many 


hardware stores are employing 
women in ever-growing numbers 
as salespersons or bookkeepers, it 
is a decidedly rare thing to find a 
store that is owned and operated 
entirely by members of the femi- 
nine sex. Bressler’s Hardware, lo- 
cated in St. Albans, N. Y., is such 
an establishment. It carries mer- 
chandise that has a feminine ap- 
peal and one of these lines is 
dinnerware. 


Big City Competition 


Since the store is much less 
than an hour by train from the 
big stores in New York City, par- 
ticular attention must be paid to 
the types of items that people will 
buy locally. The firm has found 
that 10 open stock patterns in din- 
nerware will move well. Fifty- 
three-piece sets are shown in a 
range from $7.95 to $14.95 and 
95-piece units are offered from 
$16.95 to $24.95. These are sup- 
plemented with a variety of glass 
items and with glass dinnerware 
priced from $2.19 a set and up. 
Mrs. E. R. Bressler, who operates 
the store, together with her daugh- 
ters Claire and Harriet, says, 
“People receiving catalogs from 
other larger stores come to see 
whether we have similar values.” 

Some sales of dinnerware are 
made for bridal showers and for 
wedding gifts and the store has 
shipped this type of merchandise 
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Scrollwork painted in blue water color and attractive shelf edging 
add to the general effectiveness of this compact dinnerware display. 


to points as far south as Florida. 
The line is displayed in a window 
for several weeks during the 
spring or early summer and 
around Thanksgiving time for 
holiday sales. The _ illustration 
shows an interior display of din- 
nerware, in the store, used during 
the summer of 1942. A blinker 
light over the chinaware nook at- 
tracted attention to it. Blue water 
color was used to paint the scroll 
work surrounding the dinnerware 


shelves. As is the case with other 
of the store’s interior displays, 
this section is moved to different 
locations from time to time. 

The Bressler store was started in 
1925 and Mrs. Bressler has oper- 
ated it for the past 10 years. It is 
a compact establishment with a 
display room about 40 by 18 ft. 
Men are employed on a part time 
basis in the evenings during the 
holiday season and at other times 
throughout the year. 
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How COULD any of us get along 
without the services of t 
hardware dealer — supp 
thousand-and-o! 
households? 
Today he is working under diffi 
culties. Much of his most use 
sn trade—from brassscrews to Pronze 
en wire — must be di- 
verted to military produc: 


quansties of copper 
brass are needed to 
win this wat —tor produc 
ing ammunition, tanks, 


planes.- 








Quartermaster to 
the American 


and for the electrification of war- 


Home 


he corner essential industries 


lier of a satime, your hardware 
ne necessities for OUF dealer Is devating his best efforts to 

serving you suggesting the best 
lable substitutes for shortages -+- 
ion ways of 


In the me 


aval 
sdvising on alternates anc 
conserving vital materials. 

And he knows that when 
the present emergency is 
over, Anaconda Copper 
and Brass will again be 
available in many new 
and improved forms. For 
Anaconda is carrying on 
the same calibre of re- 


ful stock 


or tremendous 
and 


help 


for shipbuilding 





ma month in Hardware Age, you ma 
a vas editor’s description of : 
Rar tlt advertisement used by 
prc oo rass Company. Itreminded 
orgotten to show it to you. 


search today that pioneered so many 
improvements i 
way from strong, economical bronze 
screening to non-rust We 
water heater tanks. 
Anaconda Research is working 
unceasingly for victory --- 
leaving nothin; 
conda Copper and Brass 
of usefulness inthe peace-ame future. 
TRE AMERICAN BRASS ComPANyY 
General Offices: Waterbury, Coanecucut 
Sybvidiary of Anaconda 


In Canada: ANACONDA 
New 


bret fan trade-earh of Tee Aaemeweer 
vertenared in 100 U. 8, Patent Cee on 
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ided Everdar 


meanwhile 


g undone to give Ana- 
greater fields 


Copper Minin Company 
AMERICAN BaassLro., 
aronto, Ont. 
tenes Cowenas 
<i 


He . . . 

—_ it is. It is our earnest hope that its 

: nage to the public has been in- 
elibly written in their memory 


THE A “ 
sawn or CAN BRASS COMPANY 
a a Waterbury, Connecticut 
Pcs: y of Anaconda Copper Mining Com : 
: Anaconda American Brass Ltd., New ein Oo 
en io, Ont, 
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Service Department Pays 


War-Time Dividends to Douglas 


A SERVICE depart- 


ment that has such a good volume 
on small repair jobs that it takes 
a man’s full time is maintained 
by the Douglas Hardware Co.., 
Janesville, Wis. In addition, there 
are other men who handle the 
firm’s furnace and tin work. 

The small jobs which this store 
is called upon to handle during 
war time have a wide range. For 
example, a large volume is at- 
tained on milk can repairs. New 
milk cans’ are hard to get and the 
government, agricultural authori- 
ties and others are constantly 
urging farmers to take good care 
of the ones they have as the sup- 
ply may soon run short. 

Keeping milk cans in good 
condition requires careful han- 
dling and close inspection. Milk 
tests can be off. with resultant 
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This home-built rack solves 
the problem of handling when 
making milk can repairs. The 
illustration in the circle 
shows the rack in actual use. 


Milk cans a big repair 
item. Anything from guns 
to furnaces is serviced 


loss to farmers unless these cans 
are kept clean at all times. Farm- 
ers bring their milk cans to the 
Douglas service shop for repair 
because they know the firm does 
a good job on them. In the first 
place, all cracks are carefully re- 
paired, special attention being 
paid to the bottom and top seams. 
Sometimes the seams have to be 
soldered all the way around, in 
fact, it is best to do so in every 
case so that no milk sediment can 
settle in loose places and ferment 
and spoil a milk test. 

The Douglas Hardware Co. 
sometimes has 20 to 30 milk cans 
awaiting repairs. This means a 


lot of handling in addition to the 
actual repairing. To solve this 
handling problem, the service man 
has built a special milk can rack. 





Assembling toys is another job 
that is done quickly and easily. 
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He can place the can on this rack 
when repairing it and move it in 
any direction very easily and 
without lifting it. This facilitates 
repairing considerably. The ser- 
vice man estimates that as many 
as 15 extra cans a day can be 
repaired by the use of this rack. 
It has been well worth the time 
it took to build, for with it a 
service man can move the article 
into any desired position when 
repairing it. 

Farmers also bring in milk 
sieves to be repaired and soldered, 
as well as many other items of 
farm equipment. In some in- 
stances. rural garages are so 
swamped with auto service work 
that they can no longer handle 
minor mechanical repairs and 
thus the Douglas Hardware Co. 
and other stores operating service 
departments get this sort of work. 

Farmers and townspeople alike 
bring in such items as tea kettles. 
washboilers, pails and other items 
that need attention. The flow of 
electrical appliances that need re- 
pairs also is increasing daily as 
folks learn the necessity of taking 
care of these items for the dura- 
tion. 


Guns Repzired 


Hunters frequently bring guns 
to this service department for 
cleaning, oiling and repair of 
breech mechanisms. In fact, into 
this shop comes an almost endless 
array of mechanical objects that 
have gone out of service and need 
repairing. People have learned of 
the expert service given by Doug- 
las in this respect and bring in 
items which often cannot be re- 
paired elsewhere. 

Malcolm Douglas, owner of the 
store, feels that this service de- 
partment not only operates on a 
profitable basis and is worth while 
as such, but says that it also in- 
creases the store traffic consider- 
ably and builds much good will. 
The customer who brings in a 
mechanical item and says “where 
can I get a part for this?” is often 
routed to the service department. 
The part he needs is often unob- 
tainable, especially during war 
time. but the Douglas service 
department can frequently fash- 


(Continued on page 76) 
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Ask Joe or Chuck or Mary 
how they feel about it... 


Sure, they’re proud. 


Sure, their chests swell a little when they look up at that 
Army-Navy “E” Flag flying above the Estate plant. 


They put it up there, with the kind of skill and know-how 
they used to put into Estate Ranges and Estate Heatrolas 
—that they'll put into them again, when the war’s over. 


They put it up there with something else, too. With a 
belief in the things we’re fighting this war for. A belief 
that makes hands move faster, do each job better, get it 
done ahead of schedule. 


A good many of the Joes and Chucks and Marys at Estate 
have brothers and sons in the Solomons, in North Africa 
and some of the other spots around the globe where there's 
some fighting to be done—and some dying, too. 


They don’t aim to let those boys down. That “E” Flag 
proves it. 


Perhaps even better proof is the way every man and woman 
in the Estate plant is bending to the job, today, to better 
the production record that earned this proud award.* 


the ESTATE stove Company 


HAMILTON, OHIO 
HOUSE FOUNDED IN 





1842 





*Awarded December 12, 1942, and presented in a memorable ceremony on January 2, 1943 
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This compact, well-stocked department is on the first floor of the 
main store. It's a section that attracts music lovers to Carlisle's. 


Phonograph Records Help Fill 
Gaps Created by War Shortages 


The Carlisle Hardware Co. 
uses this line to produce 
both traffic and profits 


Record envelopes 
with this Idabel 
on one side help 
to advertise the 
department after 
the customer has 
left this store. 


i months 


ago the Carlisle Hardware Co., 
Springfield, Mass., entered the 
phonograph record business in 
order to build traffic and take up 
some of the slack caused by cur- 
tailed production of appliances. 
This department, located on the 
first floor of the firm’s main 
store, has been “clicking” right 
along. For example, on the sec- 
ond Saturday in December, 1942, 
the store did a greater record 
business than for the entire first 
month during which the line had 
been handled. Sales of records 
are worth while. These records 
sell from 37 cents each to $1.05, 
while albums, containing com- 
plete symphonies, related record- 
ings, etc., sell from $1.58 to $12.00 
each. By having both popular 
and classical recordings the store’s 
stocks attract young and old 
lovers of practically all kinds of 
recorded music. 

The record department is in 
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THE HARDWARE STORES 


are Fighting with 


. . NEWIDEAS - - 


Assavusrion to help replace hardware store sales 
lost because of priorities and allocations! Hard hitting 
ideas to swing the tide to victory! 


Not defense, but offense tactics. It’s an all out war now 
—with sales, the very life blood of the retail hardware 


outlet, at stake. 


That’s why Plymouth started the 


need for the services of anyone who knows how to do a 
good job of rope splicing. 


In thousands of towns: there are old sailors and others 
who have the art of making strong, safe splices at their 
fingertips. The dealer who puts a small want-ad in his 
local paper and lines up an experienced splicer not only 
helps to conserve the nation’s vital 
rope supply, but has one more ser- 





Idea Exchange. While we cannot 
increase the available supply of our 
own products just yet, we can help 
take up the slack in sales, by serv- 
ing as a clearing house for ideas— 
enable dealers and clerks all over 
the country to pool their money- 
making ideas and pull in the extra 
dollars that will make such a BIG 
difference. 


Last month we asked for your new 
ideas. We've received some good 
ones; the winning entries will be 
published next month. But .many 
more are needed to win the fight. 


SEND YOURS IN TODAY 





Right now is the time to join the 


Get YOUR share 
of the 


3100: 


in WAR BONDS 


offered by the Plymouth 


IDEA 
EXCHANGE 


vice as a source of sales-producing 
contacts. 


HOUSEHOLD 
APPLIANCE RENTAL 


Now that electrical appliances are 
off the market, an enterprising deal- 
er might take the time to recondi- 
tion the old trade-ins that are taking 
up room in the basement. 


He could display these in his store 
windows and on the counters—with 
“For Rent” signs. Ads in the classi- 
fied sections of his local paper or 
Shopping News will reach the house- 
wives who can’t buy new equipment. 
Result: a steady stream of new cus- 
tomers who rent these reconditioned 
appliances for a few hours or days 








Idea Exchange. You'll not only 

have a chance to win a prize—but 

improve your sales volume. Sounds like taking in a lot 
of territory? See how easy it is: 


All over these United States hardware dealers are devel- 
oping new services or merchandising new lines that ordi- 
narily would not be a part of their business—and making 
a profit. If that’s what you’re doing—or the store you 
work for is doing—write us about it! 


WORK CLOTHING DEPARTMENT 


For instance, a dealer located in a war production center 
might find there’s a definite demand for the right work 
clothes for men and women. 


Many of these workers are probably already coming to his 
store for power tools, lunch kits and other hardware items. 
He can add to his sales by putting in a line of overalls, 
slacks, work shirts, safety toe shoes, work socks, gloves 
and caps—handling only the types required for the par- 
ticular jobs being filled in near-by plants. 


ROPE-SPLICING SERVICE 


With rope becoming scarcer every day, there’s a crying 
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each week. 


$100.00 FOR BEST IDEAS 


These are just three examples of what we mean. Remem 
ber, your ideas need not be spectacular, but they must 
make money for your store. Only ideas that have been 
tested in practical and successful use are wanted. 


Plymouth will send a $25.00 War Bond to each of the 
four hardware dealers or clerks who send in the best 
ideas. In case of ties, equal prizes will be given to the 
tying contestants. 


Editors of HARDWARE AGE will be judges of entries. If 
we publish any ideas not selected for prize money, sender 


will be paid $5.00. 


Entries for this, the second group of awards, must be 
received at Plymouth not later than midnight, February 


15, 1943. 
* * * 


PLYMOUTH CORDAGE COMPANY 


North Plymouth, Massachusetts and Welland, Ontario 
Division Offices: New York, Chicago, Houston, San Francisco. 


Warehouse Stocks: New York, Boston, Philadelphia, Baltimore, Houston, 
Chicago, San Francisco. 





45 

















Hard-Edge 
RED END 


Hacksaw Blades 
2 


THE LINE OF UNVARYING 
TOP-QUALITY 
. 


Simonds “Red End’ Hand Hacksaw 
Blades cut faster, smoother, longer... 
protect your customers’ work. And 
this line holds up, year in and year 
out, because customers know that 
quality never varies from the Simonds 
standard strictly maintained in the 
world’s most se/f-contained cutting tool 
factory. So on all rated orders, supply 
Simonds ‘Red End” Blades. 


Simonds Saw and Steel Company 


1350 Columbia Road, Boston; 127 So. Green 

St., Chicago, 228 First St., San Francisco; 

$20 First Ave., So., Seattle; 311 S. W. First 
Ave., Portland, Ore. 


SIMONDS 


Famous Family of 
Quality Cutting Tools 


8 * 


BOUGHT YOUR BONDS 
THIS WEEK? 


charge of George W. Clark, who 
is sales manager and buyer for 
the store’s appliances and related 
lines sections. The proper selec- 
tion of records, departmental lay- 
out and sales help that likes and 
understands music of all types are 
important factors that help Car- 
lisle’s record department continue 
to increase its volume and profits. 

Before starting the department, 
Mr. Clark visited another city to 
see what leading record sellers 
were doing and how they ar- 
ranged their departments and 
stock shelves. As a result of this 
trip, he obtained a _ working 
knowledge of departmental lay- 
out. Initial stock for the depart- 
ment was obtained as a result of 
visiting the three leading record 
producers. A list of the best of 
the classical records of the two 
older companies Was selected by 
Mr. Clark who also chose certain 
popular recordings. The records 
of the third concern. which he 
also visited. were stocked because 
a certain popular radio and 
screen star's recordings are made 
exclusively for that company and 
his records must be included in a 
well-rounded record section. 

As a result of the knowledge 


gained by checking the physical 
layout of out-of-town dealers, or- 
ders were given to the carpenter 
to create the record department. 
During the first six months of the 
operation of the department the 
girl originally hired just foy that 
section was its chief salesperson. 
Her successor, obtained through 
a classified advertisement, is a 
good pianist who likes, under- 
stands and plays both classical 
and popular music. She had had 
no previous record selling expe- 
rience. She is assisted by other 
young saleswomen. 


Self Service 

The company operates _ self- 
service record departments in 
seven of its 10 branch stores, al- 
though this plan is not practical 
in the main store. Inventories are 
checked in each branch every 30 
days and the slow movers are 
removed from their stocks, all 
records in branches being on a 
consignment basis. At the pres- 
ent time, sales of records run ap- 
proximately 80 per cent for popu- 
lar music and 20 per cent for the 
classical recordings. When _ rec- 
ords leave the store their source 


(Continued on page 76) 





Patriotic Window Attracts Attention 


The Babcock Hardware, Oconomowoc, Wis., recently showed the 
public a patriotic window which attracted much attention in that area. 
Keynote of the window was a large American flag in the background. 
Next was a small battleship built by Mr. Babcock and Bert Bartlett, his 
assistant, out of saws and other items in stock. The window also con- 
tained posters urging folks to turn in rubber and other scrap, and in one 
corner was a heap of rubber scrap that the store itself had col- 
lected. Other posters urged the public to buy War Bonds and Stamps. 
There were even a few recruiting posters in the background to truly 


make this an All-American Window. 
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ane WARM MORNING Coal Heater 
Tr te i 


By arrangement with and permis- 
sion of the War Production Board 
and the War Department, the famous 
WARM MORNING coal heater, 
thousands of which are being used 
in Army Camps throughout the 


nation, is now being made available ig | 
for essential civilian use. a AN 

This is the same heater that has received @ eS ae 
such nationwide acclaim from so many * MODEL 120B 


thousands of users since it was put on the 
Retail Price $45.95 in Central and Eastern States. 


market three years ago. It is decidedly new a rr 
and diff Y d : i Y d Retail Price $47.95 in New England, Rocky Mountain 
an ifferent an as superior patente endl Wesee Minten, 

features which are responsible for its re- *This Model 120B is the same as Model 120A except that it has no enameled parts. 


markable performance. Coal heating with 
a WARM MORNING is clean, convenient TESTED AND APPROVED: By ANTHRACITE INDUS- 


TRIES LABORATORIES « By BITUMINOUS COAL 


iy 














safe, healthful, dependable and economical. {;71, 17ATION COMMITTEE ° B y HOUSEHOLD 
The user is assured an abundance of heat sEARCHLIGHT TESTING LABORATORIES and by 
when and where it is wanted. many thousands of users. 


CHECK THESE AMAZING FEATURES: 


1. Semi-automatic, magazine feed. 10. Holds fire 24 to 36 hours in cold 
2. Holds 100 Ibs. coal. weather; several days in mild weather. 
3. Burns any kind of coal, (anthracite, 11. The home is WARM every MORN- 


bituminous or lignite) coke or briquets. ING regardless of the weather. 


4. NO CLINKERS, only fine ash 12. Solid and substantial, yet neat in 
5. 5 x . appearance. Built to give years of 
. Start a fire but once a year. onion. 


6. Assures substantial fuel savings. 13. Low in first enwende much less to 
7. The only heater of its kind in the use. 
world. 14. Materials, workmanship guaranteed. 
8. Requires less attention than most 15, Patented construction principles and 
furnaces. materials used assure more complete 


9. Heats all day and all night without combustion with far superior radia- 
refueling. tion and more sustained heat. 


See Your Distributor for Full Information! 


COAL 
Warm MORNING heater 


A Product of LOCKE STOVE COMPANY. 114 W. lith St., KANSAS CITY, MO. 
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Late February-Roofing Supplies 











ROOFING 





CHAMNEL- SEAL ROOFING 


For Any Type 
Of BUILDING 


SEE US ABOUT IT 





























CORRUGATED ROOFING 















































ROOFING WINDOW 


MERCHANDISE: Roll rooting. 
shingles, building paper, roof paint. 
Galvanized roofing of corrugated 
and channel seal types, eaves 
trough-round and square types. 
trough corners, conductor pipe, cut- 
offs, trough hangers, ridge roll, val- 
ley tin, hip shingle, wire pipe 
strainers and roofing nails if avail- 


able. 

BACKGROUND: All panels of 
ivory-colored corrugated material or 
painted wallboard. Cut out letters 
in center panel of bright green. 
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GAMES WINDOW 


MERCHANDISE: Card table and 
chairs, cards, score pads, rule books. 
poker chips, chess, checkers, back- 
gammon, assorted games, table 
tennis, quoits, indoor archery, darts. 
etc. 
BACKGROUND: Center panel of 
white corrugated material or wall- 
board. Side panels of red. Blue 
and white target on center panel. 
Red letters on center panel. 
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Heirloom glass by Century 


INLAID WITH PURE SILVER 





When lovely glassware and precious Silver 
are joined together the scintillating beauty 


captures the heart of any woman 


The Century line of Heirloom Glassware will 
bring new profits and easy, added sales to 
gift and glassware counters. It’s a new, 
radiantly . beautiful line of more than 50 


numbers quality manufactured, elegant 





to behold and priced to sell 


Special package assortments for the 
Hardware Trade. Order a sample assort- 
ment from your Jobber today. Make an 
appealing store display and we will gladly 
furnish attractive counter cards. 


'€ Century Melber of 


nat 
5960 Broadway Corfe. Chicago, Ill. 


-L, 


sw DK 


@ One of the most popular BEREA foot-powered models. 
Handsome... sturdy... economical. Jt sells on sight. 
Display the ‘‘Streamliner’’ and other BEREA Grind- 
stones for quick, easy sales at a good mark-up. The 


BEREA line has been building customer satisfaction 
for generations! 


BEREA ABRASIVES Gtizrect) iteemeeateanenenn 


Ball bearings. Stone diameter: 19” to 22”. Motor 
| ee : : driven at extra cost. Shipped knocked down; 
Division of The Cleveland Quarries Co. - Cleveland, Ohio 


frame in carton, stone crated. 
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STORMY AND ROUGH as is the 
outlook of the war-torn new year for 
business, it is promised some joy by 
way of lessened quizzing at the hands 
of the Gevernment’s almost innumer- 
able bureaus, of which OPA is the chief 
buzzer. 

The persistent war on it by business 
and Congressional groups, especially the 
Joint Committee on Reduction in Non- 
Essential Expenditures, appears to have 
finally cornered, though not conquered, 
the eternal questionnaire which has 
been issued without end, and often 
without reason, or possibility ef under- 
standing or answering. Perplexed by 
many of these red tape questions, they 
not only have been the source of heavy 
costs and waste of time but they have 
also driven business into a frenzy when 
its mind should be clear and centered 
on the war effort. 

It is expecting too much that ques- 
tionnaires won't still pour out of 
bureaucratic Washington in heavy 
volume, but the stream does promise to 
be diminished as the result of vigorou- 
complaints. Moves in that direction 
have been put into effect 

x *« * 

ONE WAS THE PASSAGE by 
the recent Congress just prior to ad- 
journment of the Federal Reports Act. 
This law declares it to be the policy of 
Congress that information needed by 
Government agencies be obtained with 
a minimum burden on business. It asks 
that all unnecessary duplication of effort 
through the use of reports, question- 
naires and other methods be removed 
as rapidly as possible. 

This act gives Congressional support 
to an executive order of last summer 
which placed responsibility for carry- 
ing out of this policy on the Director of 
the Budget. In view of the mass of 
questionnaires that were poured out to 
business in the face of the executive 
order, there is misgiving lest the Con- 
gressional act also be considered just 
another scrap of paper, and that there- 
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fore it will not halt the quizz boys in 
Government bureaus. This attitude does 
not seem justified. The new Congress 
is going to be much more critical of 
the executive branch regarding internal 
policies than any other Congress since 
the advent of the New Deal almost 10 


years ago. 

Passage of the act it-elf was prompted 
by the growing complaints over the 
burden of answering questionnaires 
and making reports and represented an 
oganized force and influence that is re- 
flected in the act. The Joint Committee 
on Reduction in Non-Essential Expen- 
ditures reinforced this opposition to 
the outpouring of que tionnaires when 
it opened its hearings to receive com- 
plaints from business. 

. x kk * 

MEANWHILE, Director of — the 
Budget Harold D. Smith has set up an 
advisory committee representing na- 
tional business and professional organi- 
zations to assist him in discharging his 
responsibility. A primary purpose of 
the Committee will be to establish work- 
ing relations with the Bureau and repre- 
sentatives from business to consider 
constructive sugg stions concerning 
questionnaires. At the same time, 
WPB has appointed James Clay Wood- 
son as its “Industry Advocate” to handle 
complaints regarding questionnaires. 
Acting in the role of a trouble shooter, 
he has invited bu inessmen to consult 
with his office when they receive WPB 
questionnaires which they believe can- 
not be answered. 

A much broader clamp was put on 
questionnaires by Budget Director 
Smith. Effective Jan. 1, he served notice 
that no Government agency will be per- 
mitted to send out a questionnaire un- 
less it ha: received the Bureau’s ap- 
proval regarding both its necessity and 
simplification. 

x* «* * 

DISCLOSING HIS ACTION in a 
letter to President Eric A. John-ton of 
the United States Chamber of Com- 


By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


merce, Director Smith said that busi- 
nessmen may, in some instances, justi- 
fiably complain that not all data re- 
quests that have been made since 
America’s entry in the war are vital to 
the winning of the war. 

Mr. Woodson will examine the 
questionnaire forms sent to industry. It 
will be his task to balance the need for 
the requested data against the burden 
imposed upon business men, seeing to 
it that their points of view are fully 
considered. When Mr. Woodson finds 
that questionnaires burden industry 
more than they help the war program, 
he will so inform the Office of Survey 
Standards within the WPB, of which 
he is a member. This office has the 
power to veto proposed questionnaire 
forms. 

In addition, Mr. Woodson will act on 
specific complaints to review the appli- 
cability of questionnaires already sent 
out. In this task, he will succeed Joseph 
I. Lubin, Chairman of the Committee 
of Data Request: from Industry. The 
work of this committee included the 
elimination of 120 forms affecting 25,- 
000 companies and the substantial 
simplification of 132 forms affecting 
125,000. 

Mr. Woodson was chosen for the task 
after consultation with the Advisory 
Committee on Government Question- 
naires formed last September on the 
suggestion of the Director of the Bureau 
of the Budget. This committee, which 
is headed by W. J. Donald, Managing 
Director of the National Electrical 
Manufacturers Association and former 
President of the American Trade Asso- 
ciation Executives, includes as members 
executives of the leading business asso- 
ciations. 

e- 2 2 

“ACCOMMODATION SALES” 
at retail made entirely without profit 
and solely for the benefit of the pur- 
chaser may be made at cost even if that 
price is in excess of ceilings fixed by 
the General Maximum Price Regula- 
tion, OPA has announced. This pro- 
vision is contained in Amendment 82 to 
Supplementary Regulation No. 14. 

These transactions include sales not 
for profit by an employer to his em- 
ployee or a school to its pupil-. Sales 
by cooperatives are not covered by the 
amendment, nor are “loss leader” sales. 
To qualify under the amendment, the 
seller must have had the fixed practice 
of making such sales in March, 1942. 

OPA explained that accommodation 
sales made at no profit in March, would 
be made at a lovs if costs increase. 
Obviously, sellers would then be com- 
velled to discontinue such sales and 
“accommodation” pvurchas’rs would be 
obliged to pay higher prices at regular 
retail establishments. 
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THIS GUN IS BLASTING 
JAPS FROM THE JUNGLES 


This is the Harrington & Richardson 
Reising Submachine Gun—‘“‘614 pounds 
of controlled dynamite” ...a .45 cal. 
whirlwind that pounds out heavy slugs 
about eight times a second in full-auto- 
matic fire. It’s in mass production for 
mass destruction. It’s blasting big red 
holes in little yellow men. 





Official Photo, 
U. S. Marine Corps 


Want to know more? Want to find out 
what there is about this H&R gun that 
led the U. S. Marines to adopt it? how 
it operates, with only three moving parts, 
a light bolt, and very little recoil? how 
to achieve submachine gun marksman- 
ship? who is this man Reising, and what 
does he know about guns? 





NOW AVAILABLE— FREE 


SEE 








READ 
STUDY 


LEARN 


detailed photographs showing the complete 
steps of disassembly and reassembly. 


the interesting story of the man and the com- 
pany behind the gun. 

revealing blueprints . . . construction and per- 
formance data’. . . instructions on care, cleaning, 
safety, and stoppage prevention. 

what sportsmen and shooting fans can expect 
from Harrington & Richardson Arms Co. in the 
post-war world. 
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MAIL 
THIS . 
COUPON ites this seinbnadatanenséuaan 
ee Seer ra 
City. : . Ascousdsgeonunecsoosios 


the authentic Manual of the 
HARRINGTON & RICHARDSON 
REISING SUBMACHINE GUN 


This fascinating illustrated handbook will be 
sent free on request to dealers, sportsmen, and 
other legitimate inquirers. Just mail the coupon. 
Harrington & Richardson Arms Co., Dept. 
HA-1-21, Worcester, Mass. 


HARRINGTON & RICHARDSON 


Harrington & Richardson Arms Co., Dept. HA-1-21 
Worcester, Massachusetts 


Send me my copy of the new free H&R Reising Gun Manual. 


$1 











RESTRICTIONS APPLIED TO 
ASPHALT or tarred roofing products 
and asphalt shingles by the terms of 
Order L-288 affect only those materials 
and do not limit the manufacture of 
building papers and other tarred ma- 
terials and asphalt products, according 
to Interpretation No. 1 of the order 
issued Dec. 29 by WPB. 

Special asphalt or tarred saturated or 
coated products are excluded from the 
provisions of L-228 when manufactured 
for an industrial use, some examples of 
which are the following: (1) pipe 
coverings; (2) to be combined with 
other materials to make another prod- 
ucts, such as combination flashing ma- 
terials; (3) for use in the shoe indus- 
try; (4) in the manufacture of auto- 
mobile and motor truck bodies; or (5) 
when produced for use in the manu- 
facture of freight cars. 

The limitations imposed by L-228 are 
applicable only to the manufacture of 
asphalt or tarred roofing products and 
asphalt shingles which are produced for 
application to exterior surfaces of build- 
ings for the purposes of weather-proof- 
ing. 

x *k * 

HUGH M. BESHERES, formerly 
chief of the Project Service Branch of 
the WPB Construction Bureau, in New 
York, has been appointed chief of the 
Heat Exchanger Branch of the General 
Industrial Equipment Division. Mr. 
Besheres joined the Construction 
Bureau in October, 1941. Previously he 
was division superintendent in charge 
of operations for the Lago Oil & Tran- 
sport Co., Ltd., a subsidiary of Standard 
Oil of New Jersey, located in Aruba, 
Netherlands West Indies. 

The Heat Exchanger Branch covers 
industrial equipment used in transfer- 
ring heat from one fluid to another 
without intermixing the two fluids. 


xk * 
RECENT REPORTS that used 


rail would be made available by the 
WPB for the manufacture of dairy 
equipment including stanchions, tubing, 
grain carriers, etc., have been denied by 
officials of that agency. Trade sources 
who have been told old rail has been 
removed from the WPB critical list are 
accurately informed, one WPB Steel 
Division official said. 

“But, so far as I know, there is no 
more afoot to relax limitation orders to 
allow the use of used rail for the pro- 
duction of this equipment,” he added. 


x~*k 


PRICES ESTABLISHED for re- 
tailers may be charged by Defense Sup- 
plies Corp., on resales of new firearms 
to local defense plants, police units and 
others requiring small firearms, OPA 
has ruled. Many of these users of fire- 
arms are customarily given a wholesale 
price, but because of the varying costs 
to DSC and the expenses incurred by 
it, a substantial loss would be sustained 
if sales were at the wholesale level. 

Amendment No. 1 to Maximum Price 


52 


Regulation No. 254 (New Small Fire- 
arms and Firearm Parts), effective Jan. 
8, allows the corporation to sell to any 
class of purchaser at a price determined 
by the corporation but in no case higher 
than the established retail price. Retail 


prices established in Maximum Price 
Regulation No. 254 are those set forth 
in manufacturers’ price lists in effect 
Jan. 10, as prices suggested for sales by 
retailers. 

(Continued on page 88) 








H & R Reising Submachine Gun, Model 55 


New H & R Submachine Gun Manual 
Available to Hardware Dealers 


HE Harrington & Richardson 

Arms Co., Worcester, Mass., re- 
cently published a manual describ- 
ing the H & R Reising Submachine 
Gun, which has been officially 
adopted as a supplementary .45 cali- 
bre weapon by the United States 
Marine Corps. In recent months 
several thousands of these deadly, 
close-range guns have been procured 
and issused to Marine parachute 
troops and other special assault 
units. 

Two models of the Reising gun 
are used by the Marines. One has 
the conventional solid stock, and 
closely resembles an ordinary rifle 
in appearance. The other has a fold- 
ing steel-frame stock and pistol grip. 
giving the weapon unusual compact- 
ness and a weight of only 61% Ibs. 
The latter model, designed for use 
by parachute troops, was developed 
by the manufacturer at the sugges- 
tion of Marine Corps weapon ex- 
perts. Its size enables parachutists 
to jump while carrying weapons of 
high fire power. 

The Reising is effective at ranges 
up to 300 yards and is suitable for 
use by mechanized troops, air-borne 
infantry, vehicle operators and others 
whose duties require a short and 
light, yet high-powered and accurate 


weapon. The submachine gun uses 
standard .45 calibre ammunition. 
With full automatic adjustment, it 
fires at the rate of 400-450 rounds 
per minute. It is also capable of 
semi-automatic operation, one shot 
at a time, with automatic reload. 
Leaving the muzzle at a rate of over 
300 yards per second, the snub-nosed 
.45 bullet will penetrate six inches 
of white pine at 20 yards. 

The gun is of simple construction, 
having only three moving parts. It 
is air-cooled and reloading is accom- 
plished by a delayed blow-back. 

The manual was compiled to fam- 
iliarize operators with the mechanics 
and uses of the H & R Reisings but 
feeling that public interest in the 
equipment of our fighting forces was 
keen at the present time, the com- 
pany is now offering it to hardware 
dealers. This 47-page book, which 
is completely illustrated throughout, 
gives the uses and advantages, de- 
scription, operating instructions and 
general data pertaining to the gun. 
A detailed drawing of the H & R 
Reising—Model 50 is also included 
in the manual. A complete section 
of this manual is devoted to the dis- 
assembly and assembly of the gun. 
Interested parties may obtain a copy 
by writing to the company. 





H & R Reising Semi-Automatic Rifle, Model 60 
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Arnost 0 Million res Kus sold in (942- 


AND STILL GAINING POPULARITY! . 


TIE-IN WITH OUR BIG 1943 ADVER- 
TISING AND PROMOTIONAL CAM. 
PAIGN.- --STOCK AND DISPLAY 
PRES-KLOTH NOW. ASK YOUR 
JOBBER SALESMAN ABOUT 
PRES-KLOTH THE NEXT 

TIME THAT HE CALLS. 
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"NEWSPAPER 
© DEALER HELPS 
*COOPERATIVE ADVERTISING 
* STORE DEMONSTRATIONS 
® NAT'L. MAGAZINE ADVERTISING 
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Weaver Pres-Kloth Company 
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the BETTER /ine of 
WAX, POLISH and CLEANER 
means BETTER profits for you 


Stock and sell the whole Onco line of polish, wax, 
glass and silver cleaner, and automobile cleaner and 
polisk. While you are giving your customers superior 
products, you are also giving yourself the best oppor- 
tunity to make profits. The line is complete, attractively 











EXPERIENCED 
HOMEMAKERS 
















labeled, and backed by national magazine advertising - 
and dealer displays. The Onco line is in demand; it on Cae Seis Sueter 
is merchandise you get without delay and readily sell. They ea : tg peta gig 
2s now a nco eips °o 
Put the Onco line to work for you! pastene _~— removes stains, and 
A eaves a hard wax covering that 
Your jobber salesman can tell you about the attractive prolongs the life of tuaplente. weed- 
k introductory assortment. Ask him or write direct. ae 4 pe es ore = 
: inte Surtaces, asy to use, an 
ONCO Furniture Refresher: One application economical, too. Greaseless and re- 

: : sists finger marks. Get a free 
cleans, waxes, and polishes furniture, wood- sample from your dealer, or write 
work, stoves, refrigerators, and painted sur- us giving your dealer’s name. 
faces. ONTHANK COMPANY ON 

ONCO Automobile Cleaner and Polish: Cleans, out aa es eee ee « 
waxes, and polishes automobiles in one ap- = Ask about these Onco products too: D 
plication. ° GLASS and SILVER CLEANERS 

ONCO Glass and Silver Cleaner: The new no- Once ALL-PURPOSE, SEMI-PASTE WAX 
‘ > = _ Onco AUTOMOBILE-CLEANER and POLISH 
film cleaner that makes glass and metal °* 


ONCO All-Purpose Semi-Paste Wax: A NEW form 
of wax—easier to apply—long lasting. A 
heavy duty, traffic type wax. 






GLASS 
SILVER 






Onco advertising running 
BETTER td McCALL'S helps 
to introduce the 
and keep it in 
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-ONTHANK COMPANY 


so uaroet fees =| «Dept. A-13 11th and Cherry Streets, 


DES MOINES IOWA a 


Babcock and Preuss Irving S. Kemp Company Detsch and Company 
200 Fifth Avenue 218-230 North Jefferson 341 Tenth Street 
New York, New York Chicago, Illinois San Francisco, California 
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Horne Made Board Chairman 
of Yale & Towne Mfg. Co. 


At a recent meeting, the board 
of directors of the Yale & Towne 
Mfg. Co., New York City, elected 





JOSEPH A. HORNE 


Joseph A. Horne to the position 
of chairman of the board as of 
Jan. 1, 1943. Prior to his election 
as chairman, Mr. Horne had been 
vice-president in charge of pro- 
duction for 26 years and has 
served the company for 51 years. 
He resigned this position before 


Mr. Horne suceeeds the late John 
Henry Towne, who died on Sept. 
29, 1942. 

Calvert Carey, who has been 
Mr. Horne’s assistant for nine 
years, was elected vice-president 
in charge of production and also 
a director of the company. Mr. 





CALVERT CAREY 


Carey is a graduate of the U. S. 
Naval Academy, class of 1914, 
and served as an officer in the 





being elected to his new office. 


Navy until his retirement in 1929, 








OZBURN APPOINTED WPB 
SENIOR CONSULTANT 


Linford C. White, director of 
the Distributors’ Division of the 
War Production Board has just 
announced the appointment of N. 
Field Ozburn as senior consultant 
on problems relating to whole- 
sale automotive supplies and 
equipment to the staff of the Dis- 
tributors’ Division in Washing- | 
ton. This appointment was 
brought about through the com- 
bined efforts of the Distributors’ 
Division of the WPB and the 
Motor and Equipment Whole- 
salers Association who cooperated 
with Mr. White in securing Mr. 
Ozburn as a choice for the Senior 
Consultant post. 

In Mr. Ozburn they have se- 
cured the services of a man who 
has had many years of practical 
experience in the automotive parts, 
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equipment and supply field and 
will be able to help materially in 
connection with decisions and or- 
ders that will affect the flow of 
necessary materials needed by 
automotive wholesale outlets 
throughout the nation. 


E. CARVER SMITH WINS 
DEVOE & RAYNOLDS 
AWARD 
W. H. Mathews, vice-president 
and director of trade sales of 
Devoe & Raynolds Co., Inc., New 
York City, announced that the 
Eagle Award for exceeding sales 
quota in 1942 has been won by 
E. Carver Smith, manager of the 

company’s Richmond Branch. 

During the year ended Nov. 30, 
1942, the Richmond Branch led 
all other branches in nine months 
out of the twelve. 


Mr. Mathews said that the 
coveted Eagle Award has in- 
spired a friendly rivalry through- 
out the sales staff of the com- 
pany, which has resulted in 
spirited sales campaigns in all of 
the branches. 


HERBERT BURGESS JOINS 
MAJESTIC MFG. CO. 


Herbert I. Burgess recently 
joined the Majestic Mfg. Co., St. 
Louis, Mo., manufacturers of 
domestic and commercial cooking 
equipment. He will be in charge 
of design and product develop- 
ment. 

In 1941, Mr. Burgess was as- 
signed to the Office of Price Ad- 
ministration, Washington, D. C., 
as Senior Business Specialit in 
the Appliance Section, Consumer 
Durable Goods. Prior to his con- 
nection with OPA, he was vice- 
president in charge of design for 
the Florence Stove Co., Gardiner, 
Mass. 

Mr. Burgess served Florence 
Stove Co. for 21 years in execu- 
tive capacities. During this period 
he managed several regional off- 
ces, covering the eastern half of 
the United States. He also super- 
vised general sales for several 





HERBERT I. BURGESS 


years, and for six years was a» 
sistant to the president. The last 
seven years he had entire super 
vision of design and product de 
velopment and merchandising. 








Latest News on 
PRIORITIES 


and 
WAR-TIME ORDERS 
on page 60 











GLIDDEN CO. CELEBRATES 25TH ANNIVERSARY: Adrian 
D. Joyce, founder, president and chairman of the board, The 
Glidden Co., Cleveland, Ohio (center), and R. H. Horsburgh, 
executive vice-president (left), receive ““25 Year’ watches 
from R. W. Levenhagen, vice-president of the Food Division, 
on the occasion of the company’s 25th anniversary, Dec. 17, 
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Southern Convention 


at Memphis, April 12 to 15 


The 86th semi-annual conven- 
tion of the American Hardware 
Manufacturers Association and 
the 53rd annual convention of the 
Southern Hardware Jobbers As- 
sociation will be held jointly at 
the Hotel Peabody, Memphis, 
Tenn., during the week of April 
11. The meetings will be devoted 
exclusively to discussion and 
clarification of war-time regula- 
tions and conditions which affect 
the operation and economy of the 
hardware industry. 

Registration will commence at 
9 o’clock on Monday morning, 
April 12, so that the name of 
every delegate registered at the 
convention headquarters prior to 





7 P.M. on that date will appear 
in the first edition of the Register 
of Delegates, which will be avail- 
able at 8:30 on Tuesday morning, 
April 13. 

Formal business sessions will 
commence at 10 o’clock on Tues- 
day morning, April 13, and will 
conclude with the annual meet- 
ing of the Southern Hardware 
Jobbers Association on Thursday 
morning, April 15. To permit 
maximum opportunity for trade 
contact and conferences, no eve- 
ning sessions will be held and al! 
entertainment will be entirely 
eliminated. 

Program details 
nounced later. 


will be = an- 








HENRY CLAY LEAVES 
BROWN-CAMP CO. 


Henry Clay, sales manager, 
Brown-Camp Hardware Co., 
wholesale hardware distributors, 
Des Moines, Iowa, recently re- 
signed his position with the com- 
pany. Mr. Clay also had charge 
of toys, furniture and Christmas 
merchandise and for the past 
years was responsible for the 
sales of all Tru-Test products. He 
has been associated with the com- 
pany for two and a half years. 

Prior to joining Brown-Camp, 
Mr. Clay was with the former 





HENRY CLAY 
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Simmons Hardware Co., St. 


_Louis, Mo., for 20 years and di- 


rected sales for the north and 
western divisions for 15 years. 

Mr. Clay resides in Des Moines 
at 3117 Grand Ave. 


PECK RESIGNS FROM 
PATENT NOVELTY CO. 
Fred R. Peck, sales manager, 

Patent Novelty Co., Fulton, IIl., 
recently resigned from the com- 





FRED R. PECK 


pany after having been associated 
with it for over 22 years. He has 


been identified with the hardware 
business for 58 years. 

Prior to joining the Patent 
Novelty Co., Mr. Peck spent 23 
years in retail hardware and eight 
years contacting wholesale hard- 
ware dealers and department 
stores in 10 central states. 

Mr. Peck, who is a member of 
the Harpware Ace Fifty Year 
Club, resides at 212 Third Ave., 
S., Clinton, Towa. 


1943 OFFICERS ELECTED 
BY POT & KETTLE CLUB 


A. H. Howson was elected 
president of the Los Angeles Pot 
and Kettle Club at a recent meet- 
ing. He succeds A. F. Tengwald, 
who held the position during 
1942. Other officers elected are: 
M. E. Niedecker, first vice-presi- 
dent; F. E. Brose, second vice- 
president; H. Carroll Walker, re- 
cording secretary; A. D. McBur- 
ney, corresponding secretary, and 
V. T. Rupp, treasurer. 

On Dec. 28, the annual instal- 
lation of officers was held at the 
Los Angeles Athletic Club. Herb 
A. Hawkinson, O’Cedar Corp., 
acted as master of ceremonies, 
Art Clark was in charge of the in- 
duction of new officers, Tommie 
Thompson, The Washburn Co., 
gave the address to the retiring 
president, and Charles Lintner, 
Corning Glass Works, was in 
charge of the entertainment. ° 





GAIROARD RESIGNS 

FROM WISS & SONS 
Camille L. Gairoard, general 
sales manager of J. Wiss & Sons 
Co., cutlery and edge tool manu 





CAMILLE L. GAIROARD 


facturers, Newark, N. J., recently 
resigned from that company with 
which he had been associated 
since 1898. He has directed the 
sales policies of the company for 
over 42 years. Hereafter, he will 
devote his full time to the duties 
as president of. Kraeuter & Co., 
manufacturers of hand tools. 
Newark, N. J., and the Kroydon 
Golf Co., Maplewood, N. J.—both 
concerns for the time being en 
gaged wholly in war work. 











100 Anniversary Year Brochure 
Published by Ryerson & Son 


Celebrating its 100th birthday 
in wartime, the firm of Joseph T. 
Ryerson & Son, Inc., 16 and 
Rockwell Sts., Chicago, Ill., has 
commemorated the occasion by 
publishing a fitting brochure 
“100 Years of Peace and War.” 
Historians will find it interesting, 
but from the standpoint of re- 
viewing the nation’s industrial 
growth during the past century it 
may be enjoyed by everyone. 

Ben Stahl, illustrator for The 
Saturday Evening Post, handled 
the principal drawings which 
dramatize the events in the his- 
tory of Ryerson and the nation. 
The pen and ink sketches were 
drawn by Joseph Feher. The next 





is handled in an easy, fast mov- 
ing style, with limited references 
to Ryerson. 

The story unfolds with refer 
ence to the early pioneer Ryerson 
Family that first built and ope. 
rated iron forges in New Jersey 
at the time of the Revolutionary 
War. From there, it develops step 
by step through the growth of 
the nation’s industries — high 
pointing events which have in 
fluenced civilization in relation to 
steel. The last few pages sum 
marize history-making events by 
decades, a review of the past 
century at your finger tips. 
Copies are available on request. 








John D. McCue Elected President 


of Central States Hardware Club |. & F. Corbin and W. M. Olsen 


Central States Hardware Club 
held its annual meeting and 
Fifth Anniversary dinner party 





JOHN D. MeCUE 


Jan. 5 in the Lincoln Rooms ad- 
joining its own club room in the 
La Salle Hotel, Chicago, Ill. One 
hundred and twenty-four mem- 





bers and guests attended. 


TILTON RETIRES FROM 
ATLANTIC SCREW WORKS 


Fred N. Tilton, president and | 
treasurer of the Atlantic Screw | 
Works, Inc., Hartford, Conn., for | 
the last 34 years, has announced | 
his retiremeni as of Dec. 31, 1942. 
He retires after 63 years of | 
active service. 

At the same time, Mr. Tilton 
also announced that the sale of 
the Atlantic Screw Works to Roy 
W. Johnson, who has been with 
the company for the past 10 | 
years and has been vice-president 
since 1937. The policy of the | 
company and the personnel will 
be unchanged. S. M. Monks will 
continue as secretary, and Earl C. 
Bowman will remain as sales | 
manager. 


RESEARCH CO. OFFERS 
U. S. MARKETING CHART 


“A Basic Marketing Chart of | 
the United States,” originally pre- 
pared for its own clients, has just | 
been released by the Research | 
Co. of America, 341 Madison | 
Ave., New York City. 

This chart, prepared by A. | 
Edwin Fein, general manager, | 
records a wide variety of basic | 
and important facts and figures 
for each state and geographic | 





area. The preparation of this | 
chart represents more than a year 
of painstaking collection and | 
checking of all new data from the 
United States Government and 
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| other reliable sources. 


| tail sales; income tax returns; high school and college. 
distribution of 
groups; age groups; tenure sta- 
| tus; housing facilities and equip- 
ment, such as gas, electricity, tele- 
phones, radio, private baths; aver- chart for ready reference pur- 


age monthly rent or rental value | poses. 








Walter M. Floto, American Steel 


& Wire Co.; H. G. Hollingsworth, Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 60 


(reelected), Lamson & Sessions 
Co. William J. Feddery, Harp- 
wARE AGE, is chairman of the 
hoard of directors. 

The meeting was conducted by 








the retiring president, H. A. 
Squibbs, American Steel & Wire 
Co., and Welter M. Floto and W. 
M. Olsen were in charge of the 
“*ntertainment. 


MAJESTIC CO. OPENS 
NEW CASTINGS PLANT 


The Majestic Company, Hun- 
tington, Ind., manufacturers of 
metal building necessities, recent- 
ly put into operation a new plant, 
located in the same city, com- 
pletly equipped for producing 
aluminum castings by a special 
permanent mold process. The 
new company will be known as 
The Majestic Aluminum Co. The 
plant is at the present time oper- 
ating at capacity on defense con- 
tracts. The officials and executive 
staff are the same as the parent 
organization. 





HENRY A. SQUIBBS 


At the meeting the officers for 
1943 were elected. John D. Mc- 
Cue, Russell & Erwin Mfg. Co., 
was elected president; Frank J. 
Koch, McKinney Mfg. Co., vice- 
president, and Ben Leve, The 
Carborundum Co., was reelected 
secretary - treasurer. Members 
elected to serve three years on 
the board of directors were: 


UHLIG NAMED VICE-PRES. 
OF OXFORD TOOL CO. 


Richard Uhlig has been elected 
vice-president of the Oxford Tool 
Co., Philadelphia, Pa., according 
to a recent announcement by Gor- 
don G. Campbell, president of 
the company. 

Formerly associated with Lup- 
tons, Inc., for a number of years, 
Mr. Uhlig has been in charge of 
production at the Oxford Tool 
Co. for the last few years. He is 
responsible for many of its labor 
saving practices and material 
handling devices. 








BEN LEVE 








Figures | of homes; educational attainment 
reported include population; re-| of population, by grade school, 
families; se mak. 6 ‘ 
sagen _ This is believed to be the first 
time that all such marketing data 
has been assembled into one 

















SOLDIERS OF PRODUCTION: These Winchester Repeating Arms-Western 
Cartridge Co. salesmen, whose services cannot be used at the present time in 
covering their territories because of restrictions of manufacture, are now work- 
ing in the Winchester plant. Top row, left to right: E. L. Daughtridge, G. R. 
Harris, Leo Shaab, Gil Stoner, W. S. Fairweather and Paul Doane. Lower row: 
H A. Swain, H. S. Keys, E. L. Moss, A. B. Donahue, W. M. Pinkham and J. E. 
Yates, Jr. 
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Portrait of D. P. Harris, which 

was presented to him on the 

60th anniversary of his start in 
the business world. 


D. P. HARRIS STAFF 
HONORS FOUNDER 


Officers and employees of the 
D. P. Harris Hdwe. & Mfg. Co., 
Inc., New York City, bicycle and 
roller skate manufacturers, proud- 
ly paid tribute to D. P. Harris on 
Nov. 18, 1942, which date marked 
the 60th anniversary of their 
founder’s start in the business 
world. Mr. Harris is chairman of 
the board of the company. 

On this memorable occasion, 
George D. Harris, president of 
the company, on behalf of the 
management and the employees, 
presented his father with a por- 
trait oil painting of the latter. 

The painting was done by H. 
H. Hawley, portrait painter. Par- 
ticularly interesting is the fact 
that the portrait was not from 
countless posed sittings, but was 
created from a detailed family de- 
scriptive characterization, a re- 
cent photograph and a few 
chance office observations of Mr. 
Harris. The painting was a 
genuine surprise to Mr. Harris. 


TO PRODUCE 150,000 
ICE BOXES IN 1943 


Domestic non-mechanical re- 
frigerators to be produced during 
the first quarter of this year may 
total 150,000 units, according to 
the quota for this period an- 
nounced Jan. 2 by the WPB Di- 
rector General for Operations in 
issuing Schedule II to Order 
L-7-c. The allowed production is 
to fulfill military, war housing, 
and essential civilian require- 
ments and help to fill the gap 
caused by stopped production of 
mechanical refrigerators. 

An estimated saving of 90 per 
cent of the steel used in pre-war 
ice boxes is effected through 
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L-7-c. issued Nov. 14, which lim- 
ited the use of steel, including 
joining hardware, to 6 lb. per 
unit beginning Jan. 1. Previous 
limit, under the order, had been 
15 lb. Only two models are al- 
lowed one of 50-lb. ice capacity, 
the other of 75 Ib. 

Twelve of the 13 companies in 
production during the last quar- 
ter of 1942 applied for produc- 
tion quotas. Seven of these re- 
quested quotas of more than 5000 
units and were granted up to 
twice their average production 
during 1942. The other five 
manufacturers were allowed up to 
5000 units. Entrance quotas up 
to 5000 units were granted to 
seven of the nine new companies 
which applied for first quarter 
production this year. 


A. C. FLAMMAN HEADS 
HDWE. SQUARE CLUB 


At a recent meeting of the 
Hardware Square Club, New 
York City, August C. Flamman, 
Mellen, Flamman & Simpson, and 
legal counsel for the club, was 
elected president. Other officers 
elected were: Conrad Kunz, Stell- 
wagen & Kunz, Inc., first vice- 
president; Fred Demarest, Biddle 
Purchasing Co., second vice-presi- 
dent; S. H. Atkinson, R. J. Atkin- 
son, Inc., third vice-president, 
and Ralph S. Allen, Diamond 
Expansion Bolt Co., secretary. 
John H. Tracy, The Rawlplug 
Co., Inc., will serve as financial 
secretary, and Fred A. Scholl, 
Long Island Hardware Co., as 





AUGUST C. FLAMMAN 


treasurer. LeRoy B. Fowler, 
Franklin Hardware Co., retiring 
president, was named trustee for 
five years. 

Over 60 members attended a 
Christmas dinner prior to the 
meeting and entertainment was 
provided after the elections. 
















YOU SELL 
A SHELL 


You've Sold a Use For 


FIENDOIL 


FOREMOST FIREARMS CLEANER 


ae. is the only gun cleaner on an 
oil base that removes primer and 
metal fouling in a single operation. Because 
of its laborless cleaning and rust protection— 
and because of Fiendoil’s new national ad 
campaign there'll be a steady jump in Fiendoil 
sales—starting NOW! 


Biggest Advertising Drive 
Ever Put Behind a Gun Cleaner 


Fiendoil is America’s best known—best liked gun 
oil . . . now Fiendoil will be better known than ever 
because of our new, nationally-expanded advertis- 
ing campaign, counter sales hook-ups, nation-wide 
promotional activities. Every Fiendoil bottle pays 
you a good margin in cash and customer good will. 


FaeNOOn't 


Amentat Mods aw us Lanes 
NO RAM -ROOOING - 
NO MANUAL CLEANING 





NEW FIENDOIL CARTON ... 
New 35c Bottle 


The new Fiendoil carton brings you 12 bottles 
individually boxed in bright, colorful, self-sell- 
ing counter display. 


YOUR PRICE RETAIL PRICE 
S%2.BO Per Doz. Bebe Per Bottle 


McCambridge & McCambridge 


Baltimore 
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At Camp Jackson . . . Fort Benning . . . at many 
other camps where Uncle Sam builds soldiers, 
you'll find the buildings equipped with McKinney 
Hardware. Builders everywhere draft McKinney 
because they realize the advantage of McKinney's 
greater durability, adaptability, and ease of 
installation. They realize, too, the advantage of 
equipping buildings with hardware which not 
only meets today’s stringent requirements, but 
adds the plus of good appearance and engineer- 
ing, developed through 75 years of quality 
Now is the time to 
talk McKinney and display McKinney . . . to 


hardware manufacture. 


build customers for tomorrow. 
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Percy F. Hord 


Passes 


at 74 Years of Age 


. It is with profound sorrow that 
we record the passing of Percy F. 
Hord, who for many years served 
as assistant secretary-treasurer of 





PERCY F. BORD 


the National Wholesale Hardware 
Association. Mr. Hord, who was 
74 years of age, passed away re- 
cently at his home in Narberth, 
Pa., as the result of a heart 
ailment. 

A man of sterling character 
and integrity whose every act 
was dominated by the highest 
motive, Mr. Hord’s death will be 
a great shock to his countless 
friends in both wholesale and re- 
tail hardware fields. Not only 
was he admired and respected 
because of his outstanding ability, 
but also for his kind and con- 
siderate personal qualities which 
won the love and esteem of every- 
one who was privileged to know 
him. 

Mr. Hord received his early 
experience in his home town, 
Mexico, Mo., where he was en- 
gaged in the retail hardware busi- 
ness under the name of Potts & 
Hord. Eight years later he went 
with the former Simmons Hard- 
ware Co., St. Louis, Mo., where 
he became sales manager to the 
company’s Philadelphia branch as 
sales manager and was subse- 
quently appointed vice-president, 
continuing in charge of sales. 
Following the merger of the Sim- 
mons Hardware Co. and _ the 
Winchester Repeating Arms Co., 
Mr. Hord became president of 





ware Co. of Philadelphia, which 
position he held until Nov., 1926, 
when he became associated with 
the National Wholesale Hardware 
Association. 

Surviving are Mrs. Harriet G. 
Hord, a daughter, three grand- 
children and two sisters. 


HENRY G. SIDFORD 


Henry G. Sidford, 67, a vice- 
president and a director of Na- 
tional Lead Co., New York City. 
passed away at his home in 
Maplewood, N. J., on Dec. 25. 
He had been in poor health for 
the last several months. 

Mr. Sidford, who completed 53 
years of service with the com- 
pany last August, began his 
career as an office boy with the 
Atlantic White Lead Co., which 
later became a part of the Na- 
tional Lead Co. After having 
held various positions in the ac- 
cvunting and sales departments 
of the Atlantic branch, he was 
named assistant manager in 1922 
and appointed manager of the 
branch in 1926. A few months 
later, he became a director of 
the company as well as a mem- 
ber of its executive committee, 
and in 1928 was elected vice- 
president of the company. 

Widely known in the paint 
field, Mr. Sidford was a_ past- 
president of the New York 
Paint, Varnish & Lacquer Asso- 
ciation, serving in 1926-27, and a 
member of the industry’s 50-Year 
Club. 

Surviving are his widow, Mrs. 
Mary Scofield Sidford. a daugh- 


ter and two brothers. 


JOHN T. FAGAN 


John T. Fagan, an outstand 
ing inventor in the world of lamp- 
making, died Jan. 2 at his home 
in Cleveland Heights. Ohio, after 
a lingering illness of several 
years. 

For more than 40 years, 25 of 
them as manager of the Lamp 
Equipment and Equipment De- 
velopment Works of General 
Electric lamp department, Cleve- 





the Winchester-Simmons Hard- 


land, Ohio, Mr. Fagan contrib- 
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uted hundreds of important in- 
ventions to lamp-making art. 

His first permanent job was as 
a tool maker with the Edison 
Lamp Works of General Electric 
at Harrison in 1895. After six 
years with that concern, Mr. 
Fagan served for three years with 
the Bryan-Marsh Co., Marlbord, 
Mass. From 1903 to 1913, he 
was Cleveland (Ohio) manager 
of the experimental division of 
the then National Electric Lamp 
Association. Shortly after 1913, 
he was employed both at Nela 
Park headquarters of G.E.’s In- 
candescent Lamp _ Department 
and at the Cleveland Equipment 
Works in Cleveland. 

Mr. Fagan retired from G.E. in 
1938 and had since taken an ac- 
tive interest in the affairs of the 
T. & F. Engineering Co. where 
he was chairman of the board of 
directors and his son, John, is a 
vice-president. 

Besides his son, John, those 
immediately surviving him are: 
his widow Margaret and three 
daughters. 


JAMES MacFARLANE 


James MacFarlane, sales repre- 
sentative in India for Valentine & 
Co., Inc., New York City, passed 
away in November and word of 
his death has just reached this 
country. 

Mr. MacFarlane had represent- 





ed Valspar products in India for 
the past 25 years and was also 
well known in paint circles in 
this country. 


ROLLO E. GOODRICH 


Rollo E. Goodrich, 68, formerly 
secretary-treasurer of the Hoff- 
man Hardware Co., Los Angeles, 
Cal., wholesale hardware dis- 
tributors, died recently in that 
city. 

Mr. Goodrich, a resident of Los 
Angeles for 40 years, was asso- 
ciated with the Hoffman Hard- 
ware Co. for many years. 

Surviving is his widow, Mrs. 
Margaret W. Goodrich. 





FRANCIS F. ZIEGLER 


Francis F. Ziegler, 48, sales 
representative for Henry Disston 
& Sons, Inc., Philadelphia, Pa., 
died Jan. 2, after suffering a 
cerebral hemorrhage shortly after 
midnight, Jan. 1. He was taken 
to Bryn Mawr Hospital, where he 
passed away. 

Mr. Ziegler became associated 
with the Disston company as a 
salesman in the hardware depart- 
ment in October, 1917. In recent 
years his territory was Vermont, 
western New York State, New 
Jersey, Maryland, Delaware and 
eastern Pennsylvania. 

He is survived by his widow, 
Mrs. Beatrice Ziegler. 








Six New Claimant Agencies Can 
Present Critical Material Claims 


Establishment of six new 
“claimant agencies” to present 
claims for critical materials to 
the War Production Board was 
announced Jan. 8. The agencies 
are being sent invitations to 
nominate members to represent 
them on the Requirements Com- 
“mittee. 

They include: National Hous- 
irg Agency; Office of Rubber 
Dircetor; Office of Defense Trans- 
portation; Petroleum Adminis- 
trator for War; Food Adminis- 
trator; and Facilities Bureau of 
WPB. 

Claimant agencies act as 
spokesmen for the various “cus- 
tomers” using critical materials. 
They are responsible for making 
up and presenting their respective 
programs and compiling require- 
ments of materials to meet them. 
This is being done both for cur- 
rent requirements and for future 
requirements to be submitted 
under the Controlled Materials 
Plan, when it becomes effective 
April 1. 

Each claimant acts as pro- 
ponent of its own program and 
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carefully examines the programs 
of others. In this way views of 
all interested parties are ex- 
pressed. After full discussion of 
the programs and requests of the 
respective claimants, the Chair- 
man of the Requirements Com- 
mitte, with the advice of the 
Committee, makes allotments of 
materials to meet definite ap- 
proved programs. 

The original claimant agencies 
were the Army, Navy, Air Forces, 
Maritime Commission, Office of 
Civilian Supply, Lend-Lease and 
Board of Economic Warfare. 





TO RESELL EXCESS 
TIRES FOR 
ESSENTIAL DRIVING 


OPA announced, Jan. 9, that 
excess passenger car tires ac- 
quired by the idle-tire purchase 
plan will soon be made available 
for resale to motorists needing 
them for essential driving. Under 
this plan tires needing repair 
will be routed to dealers equip- 
ped to do repair or recapping 
work. 





Cicer LUG-REINFORCED CHAINS 
have an exclusive* saw-tooth design that 
really “digs in,’ gives traction “all-ways.” 
Nato @tolislo) ol-11m@laloliar mela muilole (Mol melty ol-c4le], 
tough steel alloy for much longer life, much 
greater mileage. * * Tell your customers 
ro] Lol UL MATT oX-Shi-1am Kelas) o} oL-11Mm Mlle bt. d-Tiahrol gaze) 
Tire Chain that lets them start and stop 
Vat alolUL Mme olale[-1celtl Wumatlo) ol-lereelaliviilisre MEL ale) 
ding and slipping. * * To conserve your 
customers’ tires and build your own profits — 


SY=1 1m @keolaalo) of-1 1M Atle ba. ¢-diahcolaa-to Mmm Al a-mm @ialoliars 
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International Chain & Mfg. Co., York, Pa 
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INVENTORY LIMITATION ORDER (L-219) 


All marketers of consumers’ goods—retail stores, wholesale 
establishments and manufacturers’ stock-carrying branches— 
which did business of $200,000 in the inventory year of 1942 
or who had inventories of $50,000 or more, at cost value on 
the last day of any quarter of their taxable year, after Nov. 30, 
1942, are subject to L-219. Excepted are those doing 50 per 
cent of their business in commodities on A list detailed below. 


Inventory limitation order L-219 
recently issued by the War Pro- 
duction Board is designed to see 
that consumer goods are equit- 
ably distributed. Under its juris- 
diction come all marketers of 
consumer goods —retail stores, 
wholesale establishments and 
manufacturers’ stock carrying 
branches—which did a business 
of $200,000 in the inventory year 
of 1942 or who had inventories 
at $50,000 or more at cost value 
on the last day of any quarter 
of their taxable year, after Nov. 
30, 1942. Merchants whose in- 
ventories or net sales are less 
than those amounts are exempt. 
The merchant who finds his or- 
ganization included must compute 
the relationship between inven- 
tory and sales during 1939, 1940 
and 1941—the basis on which his 
inventory is calculated. 

L-219 also exempts merchants, 
from its provisions, whose sales 
are more than 50 per cent in 
goods listed on List A. 





List A 
Lines of goods (whether or not 
consumers’ goods) qualifying 
merchants for exemption. 

Antiques. 

Coal, fuel oil, gasoline, and 
miscellaneous heat or power fuel. 

Coffins, burial caskets, and 
burial vaults. 

Farm machinery and equip- 
ment, and attachments and re- 
pair parts therefor. 

Flowers and plants, except arti- 
ficial types. 

Foods and confections. 

Grain. 

Hay. 

Jewelry having a selling price 
of $200 or more per piece. 

Lumber and building mate- 
rials, except hardware. 

Motor oil and grease. 

Motor vehicles and motor ve- 
hicle replacement parts. 

Nonalcoholic beverages. 

Rubber tires. 
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Second-hand goods. 

Stock food. 

Seeds for farm use. 

Typewriters. 

“Consumers’ goods” imported 
into the United States. 

Supplies, as defined in § 1046.1 
Suppliers’ Inventory Limitation 
Order L-63, concerning which the 
merchant is required to keep and 
actually keeps records on Form 
PD-336. 





L-219 is based on the current 
trend of sales and the inventory- 
to-sales ratio of the base period, 
1939-1940-1941 and limits re- 
ceipts of merchandise so as to 
achieve normal inventories in re- 
lation to current sales. Merchants 
whose inventories are over their 
normal limit are required to re- 
strict the merchandise they take 
into stock each month of the 
next quarter until their stocks 
are under the limit. If a mer- 
chant after figuring out his in- 
ventory ratio, finds he has more 
than a normal (or average) in- 
ventory, after taking into accourt 
the “tolerance” allowed him, he 
must make a report to Washing- 
ton and his purchases for that 
quarter will be restricted. If his 
inventory, based -on the three- 
year average is normal he need 
make no report and may pur- 
chase his second quarter’s mer- 
chandise when he chooses. 

Allowed, for those subject to 
the order, are the following toler- 
ances expressed as a percentage 
of “normal inventory” (and to be 
added to their “normal inventory” 
to obtain their “inventory limit) .” 
For those with inventories in the 
Mountain and Pacific Time zones 
if inventories are valued at “cost 
value”—15 per cent at the be- 
ginning of the second quarterly 
period of their 1943 inventory 
year and 10 per cent thereafter. 
If inventories are at “retail value” 
the tolerance will be 13 per cent 
at the beginning of the second 





quarterly period of their 1943 in- 
ventory year and 8 per cent there- 
after. For those of them with in- 
ventories in the Central and East- 
ern Time zones tolerances will be 
five per cent lower than “toler- 
ances” outlined for the Mountain 
and Pacific Time zones. 


Consumers’ goods means mer- 
chandise which individuals pur- 
chase in “its present form for per- 
sonal or household use.” Goods 
kept in warehouses, stock rooms 
or any other place by a mer- 
chant are considered inventory if 
they are to be placed on sale at 
some future time. A merchant 





means “any person engaged in 
retailing, wholesaling, jobbing or 


otherwise marketing consumer 
goods . . . whether manufactured 
by himself or another . . . as long 


as he maintains a Mercantile In- 
ventory.” “Mercantile Inventory” 
is the stock of consumers’ goods 
which a merchant engaged in 
marketing holds for sale. 

Merchants whose inventory at 
the beginning of any quarter 
after the first quarter exceeds his 
inventory limit shall mail to the 
War Production Board a copy of 
each of the following reports . . 
keeping a duplicate: PD-690, on 
or before the 25th day of the first 
month of the quarterly period in 
which he had the excess; PD-689, 
the same day as the PD-690, this 
form being used only once with 
the first filing of PD-690; PD-713, 
on or before the 25th day of the 
second month of the quarterly 
period; PD-713, on or before the 
25th day of the third month of 
the same quarterly period and 
PD-690, on or before the 25th day 
of the first month of the follow- 
ing quarterly period. 








M-21-b Restriction Changes Affect 
Farm Fence, Nails, Barb Wire, Etc. 


Paragraph (d)(1)(iv) of 

Amendment No. 7, M-21-b, has 
been changed to comply with the 
restrictions of Rationing Order C 
as ‘it affects farm fencing. This 
paragraph now reads— 
“(iv) A warehouse or dealer may 
deliver nails, staples, or bale ties 
on lower rated or unrated orders; 
and may deliver woven or welded 
wire fence, poultry netting, and 
barbed wire on lower rated or un- 
rated orders when accompanied 
by a purchase certificate issued 
by a county farm rationing com- 
mittee pursuant to Rationing 
Order C of the United States De- 
partment of Agriculture; and 
may deliver wire (except stain- 
less or alloy wire), water well 
casing, posts and gates, and 
formed roofing and siding on 
lower rated or unrated orders for 
maintenance or repair pur- 
poses only.” 

Paragraph (b) of M.-21-b 
which relates solely to Schedule 
A products has been changed by 
adding the following new sub- 
section— 





“(4) Supplementary quota. In 
addition to the quarterly quota 
provided for in paragraph (b) 
(1), any warehouse may, subject 
to the inventory limitations set 
forth in paragraph (e), 

(i) During the calendar quarter 
ending Dec. 31, 1942, accept 
deliveries of any steel product 
classification in an amount 
which, when added to its total 
previous receipts of such product 
classification during 1942, will 
not exceed the total quota as- 
signed for such product classifica- 
tion for the year 1942. 

(ii) During the calendar quarter 
ending March 31, 1943, accept 
deliveries of any steel product 
classification in an amount 
which, when added to its total 
previous receipts of such product 
classification during the period 
January 1, 1942-March 31, 1943, 
inclusive, will not exceed the 
total quota assigned for such 
product classification for such 
period.” 
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SANETTE...1943 


Your customers are learning that 
Sanettes do give better service and do 


last longer than other kitchen cans. 


Sanette national advertising contin- 
ues... building good will and developing 
future Sanette business for you. This is 


our obligation to you! 


Whatever 1943 may hold for us, you 
can be assured that your Sanette prob- 
lems will continue to be our problems... 
and we will ship Sanettes to you as long 
as our diminishing stocks last. 


* * * 


For immediate sales, 
feature and sell Sanette 
Waxed Bags. Display 
them with your kitchen 
cans; also in your paper 
goods section. 













They keep inner pail 
of kitchen can clean, 
help to prevent rust and 
refuse odors and prolong 
the life of the pail. They 
save wrapping of 
kitchen refuse and 
make disposal easy. 


Sanette Waxed 
Bags sell all year 
‘round and will 
make many new 
friends for Sanette 
sales when this 
emergency is 
past. 


Your jobber 
may have these 
bags and San- 
ettes in stock. 


MASTER METAL PRODUCTS, INC. 
323 Chicago St., Buffalo, N. Y. 
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CONSOLES FRIEND FRETTING BECAUSE VOR | Elie No TO KEEP SWEEPER A-1 








SAYS BISSELL OWNERS NEEONT WORRY. 


STOPPED MAKING OF 


SE“ 
HERS WONT LAST | 1S...” EMPTY AFTER EACH U 


HAS TEMPORARILY 
BISSELL SWEEPERS...AFRAI 














RUSH. + 
CUT RAVELINGS, CLEAN B 
IT'S SIMPLE TO MAKE BISSELL 


' 


THEN....ONE DROP OF OIL PER 








MONTH “” AND YOUR BISSELL’ STAYS 
AS SMOOTH-RUNNING AS EVER! 


BISSELL SWEEPERS 


LAST FOR THE DURATION...+! 


















Sweep QUICKLY - Empty FASULY 


” irmen. See your 
dee no “house-to-house” repat ids, Mich. 

WARMING: Bisse’ socll Carpet Sweeper an Oa 

aang . let — ABC of Bissell Care & Repair’ — or 








As you know, war has temporarily stopped 
production of Bissell sweepers. Which means 
sweepers now in use have to last. So Bissell is 
telling your customers (in LIFE, LADIES’ HOME 
JOURNAL, GOOD HOUSEKEEPING, MCCALL’s) 
the few simple rules they need to know to keep 
their ‘‘Bissells” sweeping during wartime. 

In addition, Bissell offers owners a free book- 
let, “‘The ABC of Bissell Sweeper Care and 
Repair’! (A copy of this booklet is being sent 
to every Bissell dealer.) 

It’s all ‘‘service” advertising and it’s keeping 
Bissell in the public eye...so that later on, 
when Bissells are again being made, Bissell 
will once more be the fastest-selling, most- 
accepted sweeper on the’market. 


BISSELL CARPET SWEEPER COMPANY 
Grand Rapids, Michigan 
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Schedule V, L-157 Eliminates 
697 Forks, Rakes, Hoes, Etc. 


A simplification schedule cover- 
ing forks, rakes, hoes, hand culti- 
vators and numerous _ other 
gardening implements and indus- 
trial tools, was issued Jan. 8 
by the Director General for Op- 
erations, as Schedule V_ of 
Limitation Order L-157, which 
covers hand tools. Victory tools 
for Victory gardens, if manu- 
factured after April 8, 1943, must 
conform to the simplified pat- 
terns and styles prescribed in 
the new schedule. 

All tools in the six lists that 
make up the schedule must be 
fabricated from suitable grades 
of carbon steel after the ef- 
fective date of the order. No 
alloy steel may be put into 
process by any manufacturer 
after April 8 in the making of 
any tool listed in Schedule V. 
An interval will be allowed, how- 
ever, until May 8, during which 
producers may complete the proc- 
essing and fabricating of tools 
put in process prior to April 8. 

Implements listed in the sched- 
ule besides gardening tools are 
among others hay forks, manure 
forks, coke and coal forks, road 
rakes, fire rakes, hand hooks, 
potato hooks, cotton choppers, 
planters’ hoes, mortar hoes, hand 
eye hoes, railway track tools and 
other similar handling and dig- 
ging tools. Hand wheel culti- 
vators are not included in the 
schedule. 

Farmers, Victory gardeners and 
other users of hand tools may 
have a choice usually among 
only two, or sometimes three 
grades of tools, at the most. 
Grade A will designate tools of 
the best quality, and Grade B 
those of medium or good quality. 
In a few lines there will also be 
Grade C products. These will be 
of average or fair quality, the dif- 
ference being partly in the kind 
of finish applied to the tool and 
partly in the quality of wood in 
the handles. 

Schedule V will require the 
elimination of approximately 700 
separate items among the vari- 
ous sizes, styles, grades and 
finishes of edged and tinned hand 
tools. A saving of between 800 
and 1000 tons of steel annually 


will be realized, it is estimated. 
A comparison of the number of 
items currently offered in the 
trade and those permitted under 
Schedule V follows: 
Items 
permitted 
Items under 
currently Sched.V 
offered (L-157) 


Forks 324 76 
Hooks 58 10 
Rakes 55 8 
Hoes . 362 39 
Eye hoes... 42 17 

Hand cultiva- 
tors 14 8 
855 158 


Metal parts of tools will have 
a minimum of polished surface. 
Finishes of blades and tines ex- 
cept where otherwise stated in 
the order must be natural finish. 
This means that tools will be 
finished in their natural state by 
dipping in paint, enamel, lacquer 
or other protective coating with- 
out first being polished except 
that they may be wired brushed 
before dipping. Wood handles 
must be finished so that the grain 
of the wood is plainly visible. 

Grades A, B and C when used 
to describe completed tools will 
designate the quality of handles 
as well as metal parts. The 
schedule expressly provides that 
Grade A tools shall have Grade A 
handles, etc. Handles may not 
exceed the maximum limits de- 
scribed in the schedule. Handle 
grades A, B, and C are defined to 
be the same which are specified 
in “Simplified Practice Recom- 
mendation R76-40, Ash Handles,” 
issued by the National Bureau 
of Standards. 

The schedule provides that re- 
quirements governing handle 
grades shall not be construed as 
prohibiting the substitution for 
ash of other species of wood hav- 
ing characteristics as nearly as 
possible comparable to the grades 
of ash for which they are sub- 
stituted. Handles other than ash 
must be marked with the name 
of the species of wood of which 
they are made. 
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WPB Does Not Plan Jobber Concentration 


Following a recent conference in Washington, 
D. C., between representatives of WPB, wholesale 
hardware concerns all over the country, and of the 
National Wholesale Hardware Association, the War 
Production Board announced that it would not make 
efforts toward concentration of the wholesale hard- 


ware distribution business. 


The proposed plan, as 


discussed, was suggested by a prominent wholesale 
hardware executive, and would have zoned the 
country into definite trading areas in each of which 
it was proposed there would be a Victory Wholesale 
Hardware company. The Victory companies would 
have been formed by merger of existing wholesalers 
which would have used brand names and trade 
marks of the companies merged in them. The plan 
was rejected as impractical. 








New Wholesale, Retail Trade 
Division of WPB Administers 
Consumer Goods Order L-219 


Establishment of a new Whole- 
sale and Retail Trade Division, 
which, among other responsibili- 
ties, will administer the recently 
announced Consumer Goods In- 
ventory Limitation Order (L- 
219), was announced Jan. 6 by 
John R. Kimberly, Deputy Direc- 
tor General for Industry Divi- 
sions. The new Division will be 
headed by John A. Hurley, who 
formerly was Chief of the Con- 
sumers’ Durable Goods Branch 
and more recently, Vice Chair- 
man of WPB Standard Products 
Committee. 

The Wholesale and Retail 
Trade Division, which becomes 
part of the Consumer 
Bureau under Lewis S. Green- 
leaf, Jr., will have two operating 
branches, Industrial & Hardware 
Supplies and Consumer Goods 
Branch. The Industrial and 
Hardware Supplies Branch con- 
tinues the functions and duties 
of the former Distributors Divi- 
sion. It will have sections to 
handle electrical supplies; auto- 
motive supplies; hardware sup- 
plies; industrial supplies; and 
miscellaneous supplies. Linford 
C. White, who had been Director 
of the Distributors Division, has 
resigned in order to give his full 
time to his business, the White 
Supply Co., Waterbury, Conn. 
All other personnel of the Dis- 
tributors Division have been 
transferred to the Industrial and 
Hardware Supplies Branch. 


Goods 


The Consumer Goods Branch 
will have full responsibility for 
administering the L-219 Order. 
Operating sections for manufac- 
turers’ warehouses, wholezalers, 
chain and mail order stores, 
specialty stores, and department 
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stores will be set up. Eaton V. 
W. Read, Chairman of the com- 
mittee which drafted the con- 
sumers’ goods inventory limita- 
tion program, will be Chief of 
this Branch. For the past several 
months, Mr. Read has been Chief 
of the Wholesale and Retail 
Policy Section of the WPB 
Office of Civilian Supply. 


- MECHANICS’ FIREPOTS, 
BLOW TORCH SALES ARE 
SUBJECT TO MPR 188 


All sales of mechanic’s fire- 
pots and blow torches are sub- 
ject to the provisions of Maxi- 
mum Price Regulation No. 188 
(Manufacturer's Maximum 
Prices For Specified Building 
Materials and Consumer’s Goods 
other than Apparel), the Office 
of Price Administration an- 
nounced Jan. 7, in order to cor- 
rect an impression that these 
items are covered by the price 
regulation for machinery. 

Some sellers, OPA said, have 
been in error in pricing the tools 
under the provisions of Maxi- 
mum Price Regulation No. 136 
(Machines and Parts and Ma- 
chinery Services). However, 
OPA’s action, taken in Amend- 
ment No. 65 to Regulation 136, 
made clear that these items are 
excluded from the provisions of 
that regulation. 

The amendment, effective Jan. 
13, 1943, inserts a parenthetical 
provision excluding mechanic’s 
firepots and blow torches from 
the term “Portable Heating, 
Melting, Burning and Thawing 
Equipment for Industrial and 
Transportation Purposes.” 








What is so rare as 
a steak, well done? 


ND I mean rare! A good steak is a prize find these 

days and deserves to be treated kindly! To broil a 
steak to sizzling tenderness, to bring out all the natural 
juicy goodness, there’s nothing like the Charcolator 
sroiler on our Grand Champion. It’s just like broiling 
over a real live charcoal fire. 
Broiled meats are so tender and healthful that we use 
our Charcolator Broiler often for all sorts of delicious 
grilled dinners. That's just one of many reasons why 
our Grand is a real champion. 
It’s good for years and years of 
service. But when we're ready 


for another, T'll never be satis- 





fied with anything but a Grand. 


WHEN PEACE COMES...IT WILL BE GRAND 
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Right in der Fuehrer’s face 


That’s what Eagle Oilers are doing today. They are 
lubricating the tanks, guns, airplanes and ships that are 


making Hitler worry. 


So if you can't now get all the Eagle products you want, 
you'll know that Uncle Sam, like you, knows quality 
and he comes first. And when that job is done, we will 
be able to fill your order more promptly. 


EAGLE MANUFACTURING COMPANY 


Wellsburg, West Virginia 




















Guard Against 
Fire with 





OILY WASTE 
CANS 


A fire in your plant is 
sabotage, today. You can't 
afford it—any time. 

Play safe, use your WITT 
Oily Waste Cans at conveni- 
ent places throughout your 
plant for the disposal of oil 
soaked rags and other in- 
flammable refuse. 


Promote safety and cleanli- 
ness. 


The WITT CORNICE Co. 


WINCHELL AVE. 
CINCINNATI, OHIO 





Made in seven sizes: 
5—8 3/5—BY4—1 2—144—22— 
30'/2 gallons capacity. 








IRON AND STEEL 








WAREHOUSE PRICES 
PUBLISHED JAN. 11 


Establishes Base Prices, Extras Covered 
By Amendment No. 10 to Revised 
Price Schedule No. 49 as Amend- 
ed—Resale of Iron and Steel Products 


For the convenience of buyers 
and sellers, dollars and cents 
warehouse prices for jobbers, 
dealers and distributors handling 
iron and steel products for resale 
were published Jan. 7, 1943 by 
the Office of Price Administra- 
tion. 

Products affected are het 
rolled bars, structural shapes, 
plates, floor plates, hot rolled 
strip, hot rolled sheets, galva- 
nized sheets, cold rolled sheets, 
and cold rolled bars, all listed in 
Amendment No. 10 to Revised 
Price Schedule No. 49 As Amend- 
ed--Resale of Iron and_ Steel 
Products- effective Jan. 11, 1943. 

Specific base prices and quan- 
tity extras for these vitally im- 


portant iron and steel products | 


are established in the 25 ware- 
house centers and 5 mill basing 
points from which the lowest 
combination price to any point 
in the United States is figured. 

In general, the prices provided 
in the amendment reflect the 
April 16, 1941, base date prices 
of the sellers listed in the original 
schedule. In some __ instances 
prices are established for certain 
items either because the listed 
sellers in a city had no published 
prices for the items, or because 
prices charged on the base date 
by listed sellers were not repre- 
sentative of the major portion of 
the tonnage sold. 


OPA officials emphasized, how- | 


ever, that the amendment does 


not change the level of maximum | 








prices which prevailed on April 
16, 1941, since no seller may 
exceed his own April 16, 1941, 
price for a particular commodity 
even though the new published 
price is higher. 

As originally issued in Decem- 
ber, 1941, Schedule 49 estab- 
lished April 16, 1941, as the base 
date for pricing steel products 
sold out of warehouses. It pro- 
vided, also, a basic method for 
computing maximum delivered 
prices by referring to prices pub- 
lished by leading warehouses in 
the country’s principal steel job- 
bing centers on the base date. 

Under this procedure, sellers 
other than listed sellers, in de- 


|termining their own maximum 


prices, had to find out, often with 
considerable difficulty, what the 
base date prices of listed sellers 
were. Buyers were put to the 
same difficulty in seeking to an- 
ticipate prices they would have 


|to pay in different parts of the 


country. 

“The specific prices listed in 
the amendment,” OPA said, “now 
become the maximum prices for 
sellers whose April 16, 1941, 
prices were not lower, and re- 
place references in the schedule 
to the published prices of listed 
sellers. This will save both 
buyers and sellers the trouble 
and expense of obtaining numer- 
ous separate price lists.” 

Copies of the amendment are 
obtainable at OPA regional 
office:. 








Revised Recommendations for Shovels, 
Axes, Hammers, Hatchets Now in Print 


Printed copies of several re-| Simplified Practice, National 
cently revised Simplified Prac-| Bureau of Standards. They are. 
tice Recommendations are now | R48-42, Shovels, Spades, Scoops, 
available, according to an an-| and Telegraph Spoons; R158-42, 
nouncement of the Division of | Forged Axes; R159-42, Forged 
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Light Hammers and R160-42, | 
Forged Hatchets. 

These recommendations were 
revised at the suggestion of and 
in cooperation with the War 
Production Board for the purpose 
of conserving critical materials, 
to make the available supply go 
as far as possible; also to con- 
serve labor and machine-time, and 
otherwise enable this industry to 
contribute to the war effort. 

The simplified lists of items as 
given in these recommendations 
are incorporated in Limitation 
Order L-157, Hand Tools Simpli- 
fication, issued by WPB. Recom- | 
mendation R48-42 is given in | 
Schedule I, and Recommenda- 
tions R158-42, R159-42, and 
R160-42 are given in Schedule II 
of the limitation order. 

As now revised, Recommenda- 
tion R48 permits the manufac- 
ture of approximately 370 varie- 





ties of shovels, spades, scoops, 


|and spoons, or approximately 34 


per cent of the 1,100 items which, 
it is estimated, the industry has 
been producing. Recommenda- 
tion R158 lists 150 sizes of axes, 
or 39 per cent of the 384 varie- 
ties formerly offered for sale. 
The number of sizes of forged 
ligat hammers shown in the cur- 
rent revision of Recommendation 
R159 is 141 as compared with 
180 in the previous edition, a 
reduction of about 22 per cent; 
and the number of sizes of 
hatchets, broad axes, and adzes 
has been reduced from 89 to 57 
in the new edition of Recom- 
mendation R160. 

Copies of the above mentioned 
recommendations may be ob- 
tained from the Superintendent 
of Documents, Government Print- 
ing Office, Washington, D. C., at 
5 cents each. 








Higher Emergency Repair Rating Authority 
Given WPB Region Heads and Field Offices 


A further step toward decen- | 
tralization of the War Produc- 
tion Board was taken Jan. 8 with 
the granting of increased author- 
ity for approval of individual | 
emergency preference ratings to | 
the field offices of WPB. 

The 12 regional Directers of 
WPB are now authorized to ap- 
prove, countersign, and issue indi- 
vidual preference ratings for | 
emergency repair, up to and in- 
cluding AA-1, in accordance with 
specific instructions to be issued 





from time to time by the Deputy 
Director General for Distribution, 
Regional Directors may authorize 
the Deputy Directors to perform 
these functions. 

In addition, the 110 district 
offices may for the first time grant 
ratings for emergency repair, up 
to and including AA-2. The au- 


thority delegated is limited to 
-cases where the material for 


which the applicant seeks priority 
assistance does not exceed $500 
in value. 








To Correct Confusion 


Over L-236 


Builders’ Hardware Limitation Order 


Some confusion has resulted from editorial com- 


ments on page Il of the 


Dec. 24th, 1942, issue of 


HARDWARE AGE. These comments dealt with L-236, 
WPB’s new limitation order on builders’ hardware. 
A typographical error in our printing plant gave the 
order number as L-336 whereas L-236 is the correct 
designation. The confusion arises over the explana- 
tion of what is frozen and how. Briefly, the true 


status is this: 


I—On March 1, inventories of finished parts, not 
yet assembled into completed units are frozen. 


2—Inventories of completely assembled units can 


continue to be sold after 
were put in process before 


March I, provided they 
January 15. 


SPECIAL:—As this issue goes to press WPB ad- 


vises that there will be an 


amendment to L-236, the 


builders’ hardware limitation order. The changes 
will include the elimination of certain items and 
numbers now allowed and the addition of some 
numbers and items not on the permitted list. De- 
tails of this two-way adjustment will be available 


for our next issue. 
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For Easy and Quick Conversion 
To Steel After The War! 


@ Help the farm war effort! Show your 
farm customers how they can stanchion 
wartime herds by substituting Louden ‘‘Vic- 
tory” Cow Stalls, Stanchions and Pens. . 
to be made of wood . . . quickly converted 
to modern Louden steel barn equipment 
after the war. Most timely ‘“‘good will’ 
builder in your field today ... every “Vic- 
tory” installation a prospect for steel later 
oon oe ee Fa on. Aggressively advertised nationally . . . 
Vietory Cow Stalls, Stan- write for full details now! 
ehions and Pens. 


THE LOUDEN MACHINERY CO. 


52 E. Court St. (Established 1867) Fairfield, lowa 

Steel Stalis and Stanchions — Water Bowls— Feed and Litter Carrier Systems — 

Ventilating Systems — Hay Unloading Tools — Sliding Door Track — Hog House 
Equipment — Horse Stable Fittings — Barn Plan Service 


“EveERYTHING FoR FARM BU/LDINGS’ 
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For Quick, Accurate Measurements, 
Master is the Rule Experienced Men Prefer 


The Master STREAMLINE 6-ft. Steel Tape Rule has proved 
itself with men responsible for producing better work 
faster. It's in demand. Outstanding advantages include: 
@ Accuracy to .0005”. @ Easy to read, handsome, sturdy. @ Extra, easily 
inserted, blades assure long life and repeat sales. @ Can be used also as 
inside or outside caliper, depth gauge and straight edge. 
Master is the rule of better 
productionin war or peace. 
Send for catalog describ- 
ing Master Steel Tape and 
Wood Rules. 





MASTER RULE MFG. CO., Inc. 
Dept. Al, 815 E. 136 St., N. Y. C. 
Please send complete informa- 
tion on your profitable repeat line 
of 10 standard measuring rules. 








fee eee eee eeeeuens 


Name 
MASTER: «:- 
WOOD AND TAPE RULES : “‘*” State 
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THESE SPECIAL 
ELECTRICIANS’ 
AND PLUMBERS’ 
BITS 
should be a permanent 
part of your bit stock 


LT 









Ve 
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To be able to give the 
plumbers and electricians of 
your territory a bit of Russell 
Jennings ~~ | especially 
designed for their use, is 
something worth considering. 
Made of fine, high quality 
steel, tempered for long edge 
life, these special bits will 
stand the hard going neces- 
sary in running pipe and 
cable through all kinds of 
timbers. Single spur and cut- 
ter and coarse lead screw 
make for speedy, clogless 
boring, even in gummy 
woods. They bear the regu- 
lar Russell Jennings quality 
guarantee, and are carried 
in stock in the following sizes: 
L-101E, Electrician's Bit, 10'/." 
over all, comes in 10, I! and 12 


sixteenths. Extra twist for good 
chip clearance in deep holes. 
J-101E, Electrician's or Plumb- 
er's Bit, 9'/." over all, comes in 
11 to 16 sixteenths inclusive, also 
18, 20, 22, 24 and 28 sixteenths. 
J-101S Plumber's Bit, 6'/2" over 
all, comes in 12, 13, 14 and 15 
sixteenths. 


ASK YOUR WHOLESALER 





\\ 








AUGER BITS 








THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 





Simplified Method for Applying Priority 
Ratings on Rush Orders by ’Phone, Wire 


Manufacturers and others who 
must place rush orders for scarce 
materials by telegraph or tele- 
phone are provided with simple 
methods for applying the ap- 
propriate preference ratings by 
an amendment to Priorities 
Regulation No. 3, announced 
Dec. 28, 1942, by the Director 
General for Operations. 

Procedures authorized today 
for telegraphic orders call only 
for the following certification in 
the body of the telegram, “Rat- 
ings indicated are certified pur- 
suant to Priorities Regulation No. 
3.” The requirements of Priori- 
ties Regulation No. 7 for manual 
signature or authorization will be 
satisfied in such cases if the copy 
of the telegraphic order retained 
by the sender is signed or autho- 
rized in the manner set forth in 
that regulation. 

In the case of a telephoned 
purchase order requiring ship- 
ment within seven days, the per- 
son placing the order, provided 
he is an official authorized to do 
so, may apply or extend a pref- 
erence rating to which he is en- 
titled by stating to his supplier 
that the rating is certified pur- 
suant to the regulation. 





Written confirmation of the 
order bearing a certification of 
the preference rating applied 
orally must then be furnished the 
supplier within seven days. No 
rating received by telephone may 
be extended by a supplier until 
he has received this document. 

In case of failure to receive 
written certification within the 
seven day period provided by the 
regulation, a supplier may not 
accept any other order from his 
customer or deliver any addi- 
tional material to him until the 
written certification is received. 
Suppliers are required to report 
to the WPB Compliance Divi- 
sion, on or before the fifteenth 
of each month, any telephone 
orders to which ratings were ap- 
plied, which the person placing 
the order did not confirm with 
the written certification when 
due. 

Another change affected by the 
amendment restricts the amount 
of maintenance, repair and ope- 
rating material to which pref- 
erence ratings may be applied by 
a firm covered by a P order 
(other than P-100), as well as by 
the terms of the regulation, to 
the limit specified in the P order. 





Exceptions Sometimes Permitted 
In Use of Priority Purchases 
Under Regulation No. 1 Amendment 


By an amendment of Priori- 
ties Regulation No. 1, issued 
Dec. 30, 1942, by the War Pro- 
duction Board, persons who have 
purchased material with the as- 
sistance of preference ratings 
may, under certain circumstances, 
sell it or make use of it for pur- 
poses other than the one for 
which it was originally obtained. 

As amended today, the basic 
document of the priorities system 
now provides that, if for any 
reason material obtained with 
priority assistance or by alloca- 
tion cannot be used as first in- 
tended, the owner may: 

(1) use it to fill purchase or- 
ders placed with him which bear 
a rating of AA-5 or higher, or 
a rating at least as high as that 
upon which the material was ob- 
tained, provided such use is per- 
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mitted by other regulations and 





orders controlling the production 
or distribution of the particular 
material or item; 

(2) use it for his own needs, 
if he has been authorized to ob- 
tain material for such use by 
applying or extending a prefer- 
ence rating of AA-5 or higher; 

(3) re-deliver the material to 
the person from whom he pur- 
chased it. 

In case an owner is not able to 
use or dispose of material in any 
of the above ways, he may file 
a report with his WPB regional 
office, which will assist in redis- 
tribution of his property. 


Principal effect of today’s 
amendment will be upon finished 
products and subassemblies, sale 
of which is not covered by the 
terms of Priorities Regulation 
No. 13. 
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Sapplementary Order No. 2 Makes 


Farm Ration Order C Changes 


Supplementary Order 2 to Ra- 
tion Order C covering New Farm 
Machinery & Equipment of the 
U. S. Department of Agriculture- 
was issued recently. It permits 
distributors to transfer all Sched- 
ule If equipment and all Sched- 
ule I equipment which was in 
stock at the close of business 
Oct. 31, 1942, provided such 
transfers are not for uce. 

Transfer of Schedule I equip- 
ment for use may only be made 
pursuant to a purchase certificate. 
All Schedule II equipment au- 
thorized for transfer by this Or- 
der may be transferred for use 
without presentation of a_pur- 
chase certificate. Records dis- 
closing the number of items of 
each type of machinery and 
equipment transferred other than 
for use, as well as the persons to 
whom such transfers were made 
and their addresses, must be 
maintained. There is no specific 
form and the records may be kept 





in any manner which best meets 
the business practice of the per- 
son affected as long as they dis- 
close the required information. 
Schedule I of Ration Order C 
is the same as Schedule I of 
Temporary Rationing Order B 
with the addition of “sweep 
rakes” under the heading “Hay- 
ing Machinery”; “peanut pick- 
ers” under Machines for Prepar- 
ing Crops for Market or Use; 
“metal milk cans and covers” 
under the heading “Dairy Farm 
Machines and Equipment” and a 
new heading “Farm Fencing” 
which includes barbed wire, 
poultry netting, poultry flooring, 
woven or welded wire fence: hog 
and cattle fence, poultry fence. 
Schedule II of Rationing Or- 
der C is the same as Schedule 
II of Temporary Rationing Order 


B. 


This Supplementary Order be- 


| came effective Jan. 1, 1943. 








OPA Services Regulation Amended to 
Standardize Prices Consumers Must 
Pay for Services on Repair Parts 


The services 
amended Dec. 13 by the Office 
of Price Administration to make 
the maximum price charged for 
any commodity when sold in 
connection with a service the 
same as the maximum price fixed 
by a specific regulation for the 
same commodity when sold by it- 
self, 

Formerly, under the services 
regulation, the seller was allowed 
to make the same charge for any 
service, which included a _ part, 
that he made during March, 
1942, regardless of the maximum 
price set by any other regulation 
for any replacement part or other 
commodity sold in connection 
with the service. 

Under the new amendment 
(No. 12 to Maximum Price 
Regulation No. 165, effective 
Dec. 18) the service seller must 
adjust his prices downward when 
the ceiling prices of the com- 
modities he sells in connection 
with the service are specifically 
established at lower than the 
March, 1942, levels by other 
maximum price regulations gov- 
erning them. Conversely he may 
increase his charges in cases 
where the maximum prices of 
the commodities are fixed at 
higher than March levels by the 
other regulations governing them. 
In either case, the service sel- 
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regulation was | 





ler’s charges for the actual ser- 


Vice itself remain at the highest 


price he charged for the same 
service in March, 1942. 


WPB ISSUES CMP LIST 
OF CLASS B PRODUCTS 


The War Production Board 
Jan. 7 began nation-wide dis- 
tribution of the official Controlled 
Materials Plan Class B Product 
List. 

The list includes some 500 
groups of related items classified 
as B products, and will be used 
by manufacturers operating un- 
der CMP to determine whether 
they are Class A or Class B 
producers. Only those products 
containing controlled materials 
which are included in the off- 
cial list are Class B products. 
All other products containing 
controlled materials are, by 
definition, Class A products. 

Under CMP, manufacturers of 
A products will receive their 
allotments of materials from the 











Claimant Agency or Agencies 
under whose programs they are 
operating. B producers, on the 
other hand, will receive their 
allotments from the appropriate 
Industry Divisions of the War 
Production Board. 

Provision has been made to 
expedite certain programs by 
designating specified B items as 





Class A products. The items on 
the B list, under the heading 
“Aircraft Equipment and Com- 
ponents (Air Borne Only),” pro- 
cured by the Navy Bureau of 
Ordnance or the Army Ordnance 
Department, have been desig- 
nated A products. Manufactur- 
ers are being notified of this fact 
by contracting officers. 








Tighten Restrictions on Electric Fuses 
Without Affecting Small Consumer Sales 


Re _trictions on sales of electric 
fuses by manufacturers were 
tightened Dec. 31 with the issu- 
ance of an amendment to Limi- 
tation Order L-161 by the Direc- 
tor General for Operations. Until 
Jan. 21, 1943, manufacturers may 
continue to sell and ship electric 
fuses or component parts of such 
fuses, as at present, on orders 
rated A-10 or higher, but after 
that date they may make de- 
liveries only on orders rated 
A-1-j or higher. 

The purpose of the amendment 
is to establish a more effective 
control over the distribution of 
electric fuses at wholesale levels. 
Over-the-counter sales and dis- 
tribution through retail stores to 
small consumers will not be af- 
fected by the change. The public 
will still be able to buy electric 
fuses as usual for all ordinary 
needs. 

Persons who purchase electric 
fuses from others than manufac- 
turers are not required to apply 
the rating prescribed in L-161, 





although wholesalers must do so 
if they are purchasing from a 
manufacturer. However, a manu- 
facturer may sell or ship electric 
fuses to another manufacturer 
without a rating. 

To remove a source of con- 
fusion and conflict with regard 
to the provisions of Limitation 
Order L-158, which regulates the 
purchase of automotive replace- 
ment parts, L-161 is revised to 
bring it into conformity with 
L-158. The amended order ac- 
cordingly permits sales of electric 
fuses for use as automotive re- 
placement parts as provided in 
L-158. 

The appeals clause of L-161 is 
amended to provide that appeals 
shall be filed on Form PD-500 
with the nearest field office of the 
War Production Board. This 
change is in accordance with the 
provisions of Priorities Regula- 
tion No. 16, which were adopted 
subsequent to the issuance of the 
original L-161 order. 








Simplified Procedure for Issuing 
Bicycle Rationing Certificates 


Simplification in the procedure 
for issuing bicycle rationing cer- 
tificates was announced Jan. 7 
by the Office of Price Administra- 
tion to aid applicants and to re- 
duce the clerical work of local 
War Price and Rationing Boards. 

As a result of the changes, any 
one member of the board or a 
clerk designated to act as issuing 
officer may issue a bicycle ration- 
ing certificate after a board mem- 
ber has signed the application 
form to signify the board’s ap- 
proval. 

Previously, signature on the 
certificate itself by at least two 











members of the board was re- 
quired. Moreover, the require- 
ment that the applicant had to 
sign the certificate in the pres- 
ence of g board member, the 
executive secretary or the clerk 
of the board has been dropped. As 
a result, the board at its option 
may mail the certificate to the 
applicant. 

A certificate holder still is re- 
quired to sign his name on the 
certificate at the time he buys a 
bicycle, but since he no longer 
signs at the local board, the pre- 
vious rule that the seller had to 
compare signatures has been 
dropped from the regulations. 
However, the buyer is required 
to identify himself to the mer- 
chant. 

Amendment No. 6 to Ration 
Order No. 7 makes these changes, 
which become effective January 


13. 





67 








January 21, 1943 


Steel use reduced—The 0.C.S. 
states that production of consumer 
goods from steel must almost stop, ex- 
cept for essential items for which no 
adequate substitute has been found. 
In 1940 almost 20,000,000 tons of steel 
ingots were ued for production of con- 
sumer goods. In 1942 steel consump- 
tion for the same purpose dropped to 
6,000,000 tons, or 29 per cent of the 
1940 total. For 1943, it will be limited 
to 1,500,000 tons, or only 8 per cent 
of 1940. By contrast, the American Iron 
& Steel Institute reports that produc- 
tion of steel ingots and castings by 
the nation’s steel industry in 1942 
established a new record of 86,029,209 
tons. 


Dec. 30, of a Revised Schedule XII to 
Limitation Order L-42. The availability 
of necessary plumbing fixtures for 
households or other premises will not 
be affected, but fixtures will be uni- 
fermly of simplified design and con- 
struction. The revised schedule pro- 
vides that no metal may be used in 
the manufacture of plumbing fixtures 
except as expressly permitted in the 
order, unless for platings, or for nuts, 
bolts, screws and other joining items, 
necessary for construction, assembly 
and installations. The use of lead is 
expressly not restricted by the order. 
Maximum amounts of metal that may 
be incorporated into plumbing fixtures 
are stated in detail for each of 12 types 
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of installation, and (except for lead) 
allowances of metal are much reduced, 
compared with the former schedule. 


* * * 


Hand farm tools—Preliminary 
production quota authorized for “steel 
goods”—forks, hoes, rakes, etc.—for 
the 1943 season has been set at 43 
per cent of 1941 output, but there are 
hopes of a possible early increase in 
this percentage. Simplification of forks, 
rakes, hoes, hand cultivators and other 
gardening and industrial tools has been 
ordered by W.P.B. in order L-157. 
These “Victory” tools, if manufactured 
after April 8, must conform to the sim- 
plified styles prescribed. All tools listed 
in the new schedule must be made 
from carbon steel, and no alloy steel 
may be put into process by any manu- 





* * . 








Warehouse steel stocks— 
Temporary supplementary quotas, to 
enable steel warehouses to rebuild their 
stocks, were announced at the year-end. 
Steel Order M-2]-b was amended to 
permit a warehouse to exceed its quota 
for the first quarter of 1943, provided 
that it keeps within its total allotment 
for the period Jan. 1, 1942, through 


Wholesale Hardware Sales 
By Geographic Regions, for November, 1942 


(COMPILED BY THE U. S. DEPARTMENT OF COMMERCE) 
TOTAL HARDWARE 











March 31, 1943. The purpose is to per- , Snes GeranEe SALES-YEAR-TO-DATE 
mit warehouses to “catch up” on ton- Percent Change | 
nages they would have received had REGION November 1942 Thousands of Dollars 
| . ‘ from Percent | Eleven | Eleven 
they been able to obtain their full — Change Menthe | Menthe 
| : . ‘ a umber 
quarterly quotas during 1942. Because of Nov. Oct. | Nov. | Nov. | Oct. | 11mos.| (Add (Add 
preference ratings assigned to ware- Firms | 1941 | 1942 | 1942 | 1941 | 1942 | 1941 | 000) 000) 
houses have lagged behind the general als _— p , 
; : 1 : New E: 27 —12 —16 $ 933 $1,062) $1,105; +5 15,760 | $14,981 
Se te cee an, eee | S| =a | 2 | Bes] Oe Sas] 2 | ae ae 
> s ime s orth Centra - |= . E | B | + | Ny 
not been able for some time pa t to West North Central.... 35 —18 | -17 3,982 4833) 4822) +7 72,178 | 67,567 
obtain their full quotas from the mills. South Aiteaite : 4 = “2 4 ase | <a | +2 ane ame 
South Centra - - , | . 5 - , | 
The amended order also adds woven West South Central 27 -18 =18 4.282 | 5.188 | 4977| +3 | 56,247 | 54,616 
: . . . jountain - - | | + 5 . 
and welded wire fence, poultry ~~ Pacific. . 25 +9 | —8 | 6119) 5609) 6,675) +14 | 114.01 100,196 
ting, flooring mesh, and barbed wire 
P . . U. S. TOTAL * 351 -—11 —15 34,542 | 38,792, 40,505) +11 576, 813 | 521,964 
to the list of items which can be sold a | 
on unrated orders. However, on sales Seensbe Genes  @nesteene Sentes 


to users, all of these are being ra- 
tioned under control by County Boards 
of the Department of Agriculture. 


* Includes data for 5 firms not allocated to geographic regions 





*States comprising regions: 
+: - New England—(Conn., Maine, Mass., N. H., R. L, Vt.) 
Middle Atlantic—(N. J., N. Y., Pa.) 
P East North Central—<(Ill., Ind. Mich., Ohio, Wisc.) 
Plumbing further restricted West North Central—(lowa, Kan., Minn., Mo., Neb.. N. D.. 8. 
—Further restrictions on the use of 


D.) 

South Atlantic—(Del., D. C., Fla., Ga., Ma., N. C., s. » Va., W. Va.) 
: 4 East South Central—(Ala, Ky, Miss., Tenn.) 

metal in the manufacture of plumbing West South Central—(Ark., La., Okla., Texas) 

P ° P Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wye.) 

fixtures are imposed with the issuance, Pacific—(Calif., Ore., Wash.) 
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Doing a joo 
for Industry, for 
Victory, for very 










WHAT HAPPENED TO THE 4999th? 


This is one of a series in magazines read by men who 
specify or control today’s buying. Each ad offers a free 
poster series designed to help improve the manufacture 
of the small but vital parts on which the lives of our fighters 
depend in battle. It is designed to strengthen the value of 
your EMPIRE-brand franchise, wartime or peacetime. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 











OMPANY 


Factories at: Port Chester, N. Y., Rock Falls, lii., Coraopolis, 
Sales offices at: Philadelphia, Chicago, Chattanooga, Los Angeles, 
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of all kinds, 
qualities, 











REG. U. S. PAT. OFF. 


SAMSON 


SPOT 


SASH CORD 





The Most Durable Material 
for Hanging Windows 


We manufacture braided cords 
sizes, colors and 
including sash cord, 
clothes line, awning line and 
small braided lines. Our cords 
are adapted to many other uses, 
such as flag halyards, tent rope, 
rope for truck covers and tar- 
paulins, hitch rope, dog leashes, 
cord for knapsacks and duffle 
bags, etc., etc.—wherever smooth, 
durable cord, which will not kink 
or ravei, is required. We also 
make polished cotton twines, and 
specialties in the cordage field. 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


* 
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When you buy War 
Bonds and Stamps, 
you help to keep the 
star of Freedom 
aglow, lighting 
America’s way to 
Victory. 
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facturer after April 8 in the making 
of any tools listed. Implements listed 
bezides gardening tools include: hay 
forks, manure forks, coke and coal 
forks, road rakes, fire rakes, hand hooks, 
potato hooks, cotton choppers, planters’ 
hoes, mortar hoes, eye hoes, railway 
track tools and other similar handling 
and digging tools. Handwheel culti- 
vators are not included. 


% * * 


Lawn and garden tools—The 
1943 demand will have to be satisfied 
with stock carried over from last year, 
and whatever jobbers have been able 
to secure, from the radically limited 
production, for current distribution. 
Many lines have been ordered discon- 
tinued, and will not be available for 
the duration. Supplies of scythes, grass 
hooks, and hedge and lawn shears are 
under restricted quotas, and _ whole- 
salers will do their best to distribute 
thinly among regular customers. 


* cad * 


Agricultural tool handles— 
Shortage of good quality ash timber 
undoubtedly will affect the available 
supply for the coming season. Jobbers 
are urging their trade to order only 
normal stocks and, promptly, to insure 
supplies. 

* He * 

Lawn seed — Indications are 
that the supply will be adequate to 
take care of a normal Spring demand. 
No further price advances have been 
made, and prices are substantially the 


same as last season, except for Ken- 


*tucky Blue Grass, which is approxi- 


mately 15 per cent lower. In view of 
the shortage of other goods, the hard- 
ware stores undoubtedly will push the 
sale of seed lines more vigorously than 


usual. 
1 * 7 


Lawn and garden fertilizers 
—In order to comply with Federal reg- 
ulations some changes have to be made 
in the analysis of some of the popular 
selling brands. It is expected that these 
lines will be ready for distribution at 
an early date. 

a * + 


Rotenone ceilings—Manufac- 
turers’ and wholesalers’ maximum prices 
for all rotenone products, ranging from 
the imported root to finished insecti- 
cides are established by a new O.P.A. 
price regulation, No. 298. This reduces 
retail prices an average of 5 per cent 
for common rotenone dusts, effective 
Jan. 13. Dollars and cents ceiling prices 
are set up in the new regulation in 
some instances, while in others prices 
are to be determined through the use 
of formulas or instructions from O.P.A. 


* * * 


Oils use restrict ed—By 
amendment of order M-71, W.P.B. on 
Jan. 7, prohibited the use of any of 
18 major fats and oils in manufacture 
of certain products, including paints, 
soaps and inks. The move is another 
effort to offset a growing shortage in 
edible fats and oils, because of the 
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END-OF-MONTH INVENTORIES (Cost) STOCK-SALES RATIOS’ 





| | Percent Change 
REGION | November 1942 
| from 





Thousands of Dollars 








Nov. | Oct. Nov. Nov. Oct. 
1941 1942 1942 1941 1942 























Now England 17 -6| °* 2} $1,829| $1,728; 253 241 218 
Middle Atlantic 6 | -2 | -2 407| 8,519| 6,522) 123 153 108 
East North Central. . s | -3 | -7 29; 11,691/ 8,101) 198 234 178 
West North Central... 23 | —37 | — 4 04; 9,334, 6,179| 189 245 165 
South Atiantic........| 21 | —35 | — 4 ,216| 3,429| 2,317| 148 196 126 
East South Central....| 9 | —24 | +19 1,907; 2,514) 1,602; 194 185 128 
West South Central....| 18 | -—22 | —3 439| 6,935| 5,610) 222 229 188 
Mountain.......... 6 -13 | +2 71 826 706| 237 251 171 
Pacific. . a —1 | +1 6,732| 7,551; 6,681; 238 2568 207 
U.S. TOTAL *....| 219 | —27 | —2 | 39,452| 53,844) 40,344/ 183 212 156 
Bureau of the Census Current Statistical Service 


* Includes data for 14 firms not allocated to geographic regions 


** Less than 0.5 percent 
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Stock-sales ratios are per Z 
sales for an identical group of firms. 


d by dividing the cost value of stocks by 
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urgent need of their protein for feed 
and for lend-lease and military require- 
ments. The amended order bans the 
use of butter, lard, rendered fat, oleo 
oil, stearin, edible tallow and edible 
sunflower, sesame, raisin 
cottonseed, corn, 


olive, peanut, 
seed, tomato seed, 
soybean, seal oil, and whale oils, ex- 
cluding sperm, in such items as soap, 
paints, varnishes, linoleum, oilcloth and 
printing inks. It does not forbid use 
of the fats and oils in manufacture, 
preparation or finishing “implements of 


” 


war. 
* * ca 
Farm machine curb eased— 
The Department of Agriculture has re- 
leased for rationing all new farm ma- 
chinery and equipment 
frozen in wholesalers’ and distributors’ 
stocks on Oct. 31 
stocks and no rationed farm machinery 


which was 
No manufacturers’ 
manufactured after Nov. 1 will be so 
released. The release applies to the 
larger types of farm machines already 
manufactured, before the 1943 produc- 
tion quotas became effective Nov. 1 


* * * 


Asphalt and tarred products 
—By an interpretation, issued Dec. 29, 
of order L-228, W.P.B. states that the 
order does not limit the manufacture 
of asphalt or tarred materials, other 
than asphalt and tarred roofing prod- 
ucts and asphalt shingles produced for 
application to exterior surfaces of build- 
ings for the purpose of weatherproofing. 
Therefore, special asphalt or tarred ‘sat- 
urated or coated products are not lim- 
ited by the order: (1) when made for 
an industrial use, such as pipe cover- 
ings; (2) when made to be combined 
with other materials to make another 
product, such as combination flashing 
material; (3) when made for use in 
the shoe industry; (4) when made for 
use in the manufacture of automobile 
and motor truck bodies; or (5) when 
produced for use in the manufacture 
of freight cars. (6) Further, the order 
does not limit the manufacture of 
building papers. 


* * * 


Machine tool prices—By 
amendment, effective Dec. 31, to Price 
Schedhle 67, dealers in new machine 
tools may apply to their own sales any 
specific price adjustments that have 
been made to their manufacturers’ ceil- 
ing prices. This step clarifies a misun- 
derstanding held by some dealers that 
several specific amendments to the 
schedule did not cover their sales, when 
each established a maximum price for 
a specific machine tool produced by a 
specifically-named company. The new 
ruling makes clear that dealers’ sales of 
the items specifically priced in these 
amendments have been and are subject 
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“Oh, please, Mr. Martin!” 


If you’re a “one man shop” with limited service experience, that’s no reason why you 
can’t handle—and profit from—the service on all Toastmaster appliances that are 
brought to you for repairs. You don’t have to be able to fix them yourself! 


All you need do is send them—complete with all parts—to the nearest Toastmaster 
authorized service station listed below. The repair work will be done for you, at the 
lowest possible prices consistent with good service work. You simply add your normal 
handling charge to the repair cost when billing your customers. 


If you do the repair work yourself, you may obtain the necessary new parts from the 
factory or a Toastmaster service station, provided you return the old parts with 


your order. 


KEEP THESE POINTS IN MIND, WHICHEVER WAY 
YOU HANDLE TOASTMASTER SERVICE: 


%& Check the operation of a Toastmaster appliance before starting 
to repair it or sending it out for repairs. Failure to operate prop- 
‘erly is often due to a poor connection caused by a faulty outlet. 


% When shipping a Toastmaster appliance to an authorized service 
station, include a complete report of the customer’s complaint. 


% Explain that toasting too dark or too light is often caused by a 


variation of voltage in the power line. 


If changing the adjust- 


ment button setting does not correct the trouble, it is best to 
send the toaster to an authorized service station. 


Be sure to pack Toastmaster* appliances carefully when shipping 
them, so that they will not be damaged in transit. * 


FACTORY 
Elgin, Ill... ..McGraw Electric Co. 


FACTORY BRANCH SERVICE 
STATIONS 
Chicago, Ill. . . .222 W. Adams St. 


Detroit, Mich. ,446 Book TowerBido. 
Los Angeles, yeaa 0 Santa 


e Ave 
New York, N. Y. 196 pantigies 
Ave., 10th F 
AUTHORIZED SERVICE STATIONS 
Atlanta, +. . Georgia Power Co. 


rietta 
Baltimore, Md... . . Baltimore Elect. 


Lt. Co., 300 W. Cold Spring Rd. 


Boston, Noss ere Farrington Elect. 
18 Boylston St. 
Cincinnat, O.. .Whittle Elect. Co. 
1 Hopkins St. 
Cleveland, O..... Elect. Repair & 
Const. Co., 811 Prospect Ave. 


Dallas, be Sg ey Elect. Co. 
W. Davis St. 
Denver, ear * icon Wiring Co. 
323 olfax Ave. 
Miami, Fla..... Florida Appliance 


Sls. & Ser., 751 W. Flagler St. 
Minneapoiis, Minn., E.B. Kelly & 
214 S. Seventh St. 
New Orson, La. .Reliance Elect. 
809 Camp t. 
Philadelphia, Pa. . Joseph T. Fewkes 
Co., 137 N. Twelfth St. 


Pittsburgh, Pa...... Quick Service 
ect. Co., Jenkins Arcade Bidg. 
Portland, ..-Bressie Elect. 
Southwest Fifth 

Reading, Pa. . Singer Crockery Co. 
4N. ays St. 

San Diego, Cal J. © . Zweiner Co. 
299 “B" St. 


Seattle, Wash... Appliance Parts & 
erv. Co., 214 Stewart St. 

Spokane, Wash... . Maxwell-Franks 
o., 619 First Ave. 

San Fagot, Cal... . .Radelfinger 
Bros., 544 Natoma St. 

St. Louis Mo. .Kaemmerlen Elect. 
2318 Locust St. 

Washington, D.C.. .Carl W. Dauber 
2320 18th St., N. W. 


TOASTMASTER 


**ToasTmasTER” is a registered trademark of McGraw Evectnic Company, Toastmaster Products Division, 
Elgin, Ill. Copyright 1943, McGraw Electric Co. 
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For the 
Toughest Jobs 
it’s 
VAUGHAN 


THIS VAUGHAN 

BALL PEIN HAMMER 

for Machinists is but one 

of the complete line of 
Vaughan's highest quality ham- 
mers — for every type of job: 





VAUGHAN'S AXES are ™ 
tougher — because they are 
electrically fused and‘ double 

heat treated. Wide range of sizes 
and designs. 








ot 


VAUGHAN & 
BUSHNELL 


MANUFACTURING CO. 
Chicago + Illinois 





to the provisions of the amendments. 
Accordingly, sales by dealers may be 
at the maximum manufacturers’ price 


established by each amendment, retro- 
active to the effective date of each 
amendment. 

* ob * 

Builders’ hardware — Whole- 
salers emphasize that Limitation Order 
L-236 of Dec. 9 prohibits the manufac- 
ture of cylinder padlocks with brass or 
bronze cases, except for use on board 
boats. No exception is permissible for 
orders even for the Army and the Navy, 
for any other purposes. Since at present 
no wire coat and hat hooks or wire 
ceiling hooks can be manufactured, 
jobbers report a great call for cast-iron 
hooks, and it has become necessary to 
limit these to regular customers and 
moderate quantities. 


* ” * 


Use of copper—The crucial 
importance of copper for the war effort 
is keeping the restrictions on copper, 
bronze and brass products extremely 
severe. The familiar copper order 
M-9-c was amended again Dec. 26, 
adding to the list of articles in which 
copper or its alloys cannot be used, 
unless for essential working parts. 
Among items added are: blow torches, 
hammers, adjustable stencils, certain 
electric lamps and lighting fixtures and 
other items. From Jan. 15 on, articles 
not on the prohibited list may only 
be processed or assembled to fill orders 


rated AA-4 or higher. 


° 

Office supplies—By Limitation 
Order L-73, effective Dec. 26, the 
W.P.B. limits the output of office sup- 
plies made of metal. Wire staples for 
stationery, whether formed or in con- 
tinuous rolls, can use no more than 25 
per cent of the amount of iron or steel 
used in their manufacture in 1940. 
The following products can use not 
more than 20 per cent of 1940 mate- 
rials: clips, pins, thumb tacks, clamps, 
copy holders, hand pencil sharpeners, 
stapling or fastening machines, hand 
punches and perforators. In the manu- 
facture of the following items, only 
12% per cent of the metals used dur- 
ing 1940 may now be used: gummed 
tape dispensers, clip board files, calen- 
dar stamps, rulers and yardsticks, desk 
accessories, spools and containers for 
typewriter ribbon, staple removers, 
and other unclassified stationery sun- 
dries. Special rulings relate to the pro- 
duction, for a limited time, of desk 
pencil sharpeners, file fasteners, punches 
and perforators, of materials already in 
manufacturers’ hands. 


* * * 


Sewing machine parts—Ex- 
tension of limited production during 
1943 of repair parts for domestic sew- 
ing machines has been authorized Jan. 
2 by amendment of W.P.B. Order L-98. 
In production of needles, manufactur- 
ers are permitted to use 75 per cent 
of total iron and steel used during 1940 
and 1941. Use of copper and copper 
base alloy is restricted to conducting 








Wholesale Hardware Collections 
7 on Accounts Receivable 


By Geogrophic Regions, for November, 1942 


(COMPILED BY THE U. S. DEPARTMENT OF COMMERCE) 


TOTAL HARDWARE 


ACCOUNTS RECEIVABLE 


Percent Change 


REGION November 1942 
from 
Number 
of Nov. Oct. 
| Firms 1941 } 1942 
New E | 2 | —31 8 
Middle intic . —20 +1 
East North Central 49 —27 —10 | 
West North Central 35 —35 _ . 
A : 47 —27 
East South Centra! | —33 - = | 
West South Centra 27 —2% | —11 | 
we } 6 —23 22 
Pacific | 24 -10 | +2 
U.S. TOTAL....| 327 veer 
Bureau of the Census 


Collection Percentages 


Thousands of Dollars 


. 
Nov. Nov. Oct. | Nov. Nov. Oct. 
1942 | 1941 | 1942 | 1942 | 1941 | 1942 
| Caan ie ais. ae 
$1,112| $1,619; $1,209; 62 | 64 | 82 
9,804| 12,181 | 9,730 | | 68 | 7 
6.896| 9,308, 7.675) 86 67 | 82 
5,811/ 8973) 6,573, 81 | 60 | 80 
5,088, 6,991; 5,390/ 78 | 62 | 80 
1,909, 2,842; 2,204, 94 | 75 85 
4,383} 5,878) 4,952) 80 | | 85 
422; 550) 539; 94 66 | 80 
8,162} 9,073) 7,972/ 79 | 7 
43,587 | 57,505 | 46,334, 81 | @ |} a 
| 
Current Statistical Service 








Collecti 


are qbtained by dividing the collections on accounts during the 


month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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‘Sesety bit” 


means 


JUSTRITE S 





These Justrite Twin-Bulb Electric 
Lanterns have proved themselves 
on every kind of industrial front. 


44-S 














STANDARD SAFETY TYPE. +42-S. Has Justrite 
Twin-Bulb feature—a flick of the switch replaces 
burned-out bulb instantly. Movable guard that 
serves as stand for lantern, also movable handle. 
“Throw-out” type bulb sockets. Sturdy construc- 
tion with easy replacement of parts. And it’s 
approved by Underwriters’ Laboratories, Inc. 
(Class 1, Group D) and Bureau of Marine Inspec- 
tion and Navigation (U. S. Dept. of Commerce). 
ALL-PURPOSE SAFETY TYPE. +44-S. Has mov- 
able guard that serves as stand plus fixed guard 
over reflector and globe . . . movable handle. 
“Throw-out” type bulb sockets and Twin-Bulb 
feature with flick of switch instantly lighting fresh 
second bulb. Built like a safe, with parts easily 
replaced. Approved by Underwriters’ Labora- 
tories, Inc., for safe use in Class 1, Group D loca- 
tions. Approved by U. S. Bureau of Mines 
(Approval 1017) for safety in Methane Gas and 
Air Mixtures. Approved by Bureau of Marine 
Inspection and Navigation. 
Investigate these and other Justrite Lanterns, also 
Justrite Safety Cans, Safety Filling Cans and Oily 
Waste Cans. We're happy to supply every order 
we can... but ask your jobber or write for details 
and prices today. ° 


JUSTRITE MANUFACTURING CO. 


2073 N. Southport Ave., Chicago, Illinois 


SAFETY CANS - FILLING CANS * OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 
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CHISELS | 


good for 
anyone 


No craftsman 
ever blames his 
tools. And no one 
has ever been 


able to blame a 
UNION tool. 











| 

| 

| 

Re eel, craftsmanship — 

that's what makes 


Sound design, best 
materials, skilled 


UNION chisels 
prized by alll. 





HARDWARE COMPANY 
aS EVE Gd EY 


ABLISHED 1854 


TORRINGTON. CONN. 


NEW YORK OFFICE IS|' CHAMBERS STREET 
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Our catalog is no colorful 
picture book—but it is easy 
to use and easy to find 
things in. It was devised for 
the superintendent, the mas- 
ter mechanic and the pur- 
chasing agent. 


It is a catalog of standard 
and special screws — wood 
or metal—stripped right 
down to facts and specifica- 
tions. If you haven’t a copy, 
please send for it now. 


MACHINE SCREWS 
SHEET METAL SCREWS 
MACHINE SCREW NUTS 

PLASTIC INSETS 

HOLDING PINS 

SPECIAL RIVETS 


All types of heads and threads 


= INEWIENGLAN D BSCREW.CO.| 
KEENE, NEW HAMPSHIRE 


INCORPORATED 1802 














New 
Victory 
Package 











With Organic Nitrogen 


@ Fulton's Plantabbs in the new victory package 
gives flower and vegetabie growers a PROPERLY 
BALANCED PLANT FOOD, and you... “a gen- 
erous profit.” Fully complies with the War 
Production Board order to conserve chemical nitro- 
gen. Accepted in all states. Beautiful, re-designed 
packages with modern, streamlined appearance and 
a high degree of ‘‘eye appeal.”’ 


No Price Changes 


10¢ size per dozen 8 .72 
26¢ size per dozen $2.00 
50¢ size per dozen $4.00 
$1.00 size per dozen 88.00 


Less quantity discounts 
Most all Wholesalers, or 


PLANTABBS Co. 


Baltimore, Maryland 
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electricity and is not to exceed 100 
per cent of the 1940-41 annual rate. 


* * * 


Used vacuum cleaners—Sub- 
stantial reductions in the wholesale and 
retail prices for sale or rental of used 
household vacuum cleaners have been 
ordered by O.P.A., in a new price regu- 
lation, No. 294, effective Jan. 7. Con- 
sumers will pay an average of four to 
five dollars less for most models of used 
cleaners. In effect, buyers will pay the 
October, 1941, price for the particular 
second-hand model they buy, plus the 
increase in rebuilding and recondition- 
ing costs between October, 1941, and 
March, 1942. A list of specific dollar 
and cents prices for every make and 
model is e tablished, which list must 
be kept on the seller’s premises, and 
shown to a customer upon request. A 
specified list of utility and rebuilding 
standards is also provided, which re- 
builders and sellers must meet if they 
wish to obtain the maximum prices 
allowed for machines classified as “re- 
built.” Lower maximum prices are set 
for machines which fail to meet the 
requirements, and classification of these 
machines will be “rough” or “as is.” 
A one-year guarantee is required on all 
rebuilt machines. Minimum trade-in 
values also are established, which the 
dealer must allow if he takes a cleaner 
in trade. 

* * * 

Refrigerators — ice boxes— 
The War Production Board has au- 
thorized the manufacture of 150,000 ice 
boxes in the first three months of 1943, 
to substitute for mcechanical refriger- 
ators which, since last April, are no 
longer made. Price regulations affecting 
mechanical refrigerators, however, con- 
tinue to appear. One, effective Jan. 2, 
establishes new maximum zone prices 
on three Frigidaire models, of General 
Motors Corp., which were in process of 
manufacture before April 30. Dealers’ 
prices are computed at the relative 1941 
levels, allowing for the differences be- 
tween the new models and the 1941 
models in type, finish, and such fea- 
tures as cold walls, porcelain or lac- 
quer finishes and hydrators. 


* « 7. 


Fireplace grates — Fireplace 
dampers or grates weighing 30 lbs. or 
less may be sold without preference 
ratings, by recent amendment to W.P.B. 
order M-21. Specific maximum prices 
at all levels of distribution have been 
established by the Office of Price Ad- 
ministration for metal and other fire- 
place grates being produced under a 
special order, designed to help relieve 
the fuel oil shortage in the East. 


Orders were issued by O.P.A., one 
covering cast iron grates, another for 
grates made of welded scrap iron or 
steel. Prices also were set on light- 
weight steel fireplace grates, made of 
steel lath or sheet steel, and weighing 
under 5 pounds. These grates, if sold 
at ceiling levels, must carry a written 
warranty from the manufacturer that 
they are “fit for burning coal or wood 
in a fireplace.” The warranty must not 
be detached until the grate is delivered 
to the consumer. Grates sold without a 
warranty will have ceilings 15 per cent 
under the others. Another price order 
governs new grates made in the New 
England area of substitute materials, 
such as heat-resisting cement, used pipe 
and fireclay. The new models meet a 
demand for grates where heat from a 
fireplace is needed to supplement ra- 
tioned oil heating. All these orders re- 
quire manufacturers to attach to their 
grates before delivery a tag or label 
plainly setting forth the retail ceiling 
price. The tag or label cannot be de- 
tached until the grate is delivered to 


the consumer. 
* * & 


Wood-framed bed springs— 
By revision of Price Order 213, effec- 
tive Jan. 1, maximum prices are set for 
manufacturers, wholesalers, and re- 
tailers of eight new type wood-framed 
coil and flat bedsprings. The regula- 
tion has been revised to bring O.P.A. 
rules into line with the latest W.P.B. 
order limiting use of steel to 15 pounds. 
The revised regulation includes also, 
prices on four earlier and heavier 
models, to clean up inventories. It also 
contains detailed structural specifica- 


tions. 
* * * 


Electric auto batteries—To 
provide an adequate supply of electric 
storage batteries for replacement in 
passenger cars, trucks and buses during 
1943, production will be permitted by 
W.P.B. at 100 per cent of the number 
sold during 1941. Production for the 
second half of 1942 was 90 per cent of 
the number of replacement batteries 
sold during the corresponding period in 
1941. The increase in 1943 will take 
care of the demand created by the 
greater number of cars over one year 
old now in use, due to the stoppage of 
new car production. 


* * * 


Radio tubes—A rule requiring 
owners of radio sets to turn in their old 
tubes when they buy new ones is being 
worked out by the War Production 
Board, and will probably go into effect 
early in 1943. The radio division also 
announces that the number of tube 
types being produced for civilian use 
would be curtailed once more from 375 
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to fewer than 120. As types of tubes 
are narrowed, particular plants will be 
designated for their manufacture. 


* * * 


Reduced furniture production 
—Furniture production in 1943 will be 
from a third to a half below 1942 be- 
cause of shortages of wood, hardware 
and metals for springs, was the pre- 
diction to furniture dealers at the re- 
cent annual meeting of the National 
Retail Furniture Association, held 
simultaneously with the Chicago winter 
furniture and home furnishings mar- 
kets. Designation of a few “nucleus 
plants” for limited production of 
civilian furniture, and widespread con- 
version of the facilities of those remain- 
ing to war work, was also predicted. 
Drastic curtailment of furniture manu- 
facture will be necessary this year, in 
order to release all possible labor, trans- 
portation, fuel and power to the war 
effort. 


Ladders curtailed — Several 
makers have informed their trade that 
the regular household ladders, competi- 
tive numbers, such as have been the 
largest sellers in the past, are now no 
longer available. Shortage of materials, 
and the simplification programs have 
necessitated replacement of the com- 
petitive grades with a_ higher-priced 
ladder of sturdier construction, which 
will serve not only as a household lad- 
der, but also as a mill and industrial 


ladder. 


* * * 


Brooms and whisk brooms 
Rather than improving, jobbers state 
the delivery situation on brooms and 
whisks of all kinds is becoming worse. 
Manufacturers are having difficulty in 
holding their old experienced help, who 
cannot resist the higher wages offered 
in defense plants. The new plastic 
trim brooms and whisks are also af- 
fected by this situation. 


at a 


Rubber and substitute ceil- 
ings—-Effective Jan. 4, Maximum Price 
Regulation No. 220 (Rubber Commodi- 
ties) was amended to govern several 
additional items made wholly or partly 
of rubber, and including, for the first 
time, articles made of rubber substi- 
tutes: 

Articles listed in the new amendment 
include, among others: 1—Apparel 
items: aprons, bathing supplies, water- 
proof capes, hats, jackets, leggings, 
overalls and sleeves; 2—Bicycle tires 
and tubes. 3—Cements and adhesives 
made (wholly or in part) of natural, 
synthetic, reclaimed or balata (but not 
substitute) rubber; 4—Coated fabrics, 
including artificial leather, automobile 
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LABORATORY CONTROLLED. 
CUSTOM MADE FOR THE HARD JOBS. 


JOHNSON STEEL & WIRE CO.INC. 


WORCESTER * MASSACHUSETTS 





Branch Offices in American Industrial Centers 


dp OIL and GREASE 


THIS EASY Age WAY! 
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A, Ivy, N54 WA rt Ay ep 


4 M4 
ly A] 
' < , 

















’ CB} s: BALL 
a3 ASBESTOS SWEEPING COMPOUND 


Classified as ‘‘Non-Combustible”’ 
by Underwriters’ Laboratories, Inc. 


Here at lasi—a sweeping compound that efficiently removes oil 
and grease deposits, yet does not create a fire hazard. Absorp- 
tive action; mildly abrasive. The ONLY product of the kind on 
current Underwriters’ re-examination list classified as "“Non-Com- 
bustible”. 


LESSENS ACCIDENTS DUE TO FALLS 


Widely used in metal working, chemical and food plants. refineries, 
power plants, garages, filling stations, etc. Contains no acids or 
caustics; will not damage fioors or injure shoes or clothing. Very eco- 
nomical—may be reused until thoroughly oil soaked. 

Repeat sales; good profit. Write nearest Branch Office for details or 
address Dept. 66. 





THE PHILIP CAREY MFG. COMPANY - Lockland, Cincinnati, Ohio 


KV 


N CANADA THE PHILIP CAREY MPANY LTC rT Factory: LEWN 
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Stock 
dri-kleen 


for 
QUICK 
SALES 






$1 mine 


AviKlee" 
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Improved, scientific, soluble - crystal 
home cleaner for dresses, suits, hats, 
ties, drapes, upholstery, rugs, ALL 
FABRICS! 


QUICK FACTS ABOUT DRI-KLEEN 
© Simple to use. ¢ Odorless, non-inflammable, 
non-explosive, © Contains no soap, animal fat, 
acid or other harmful ingredients. ¢ Harms noth- 
ing which cold water will not harm. © Restores 
original sparkle and brilliance to colors. ¢ Keeps 
hands smooth and soft. ¢ Amazingly economical 
—saves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL’S - WOMAN'S HOME 
COMPANION - BETTER HOMES & GARDENS 
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DEALERS 

Order From vous 
Jobber 

or Write Direct 


Write Today For 
Full Details, 
Discounts, Etc. 


THE DRI-KLEEN COMPANY 
325 West Huron Street, Chicago 












GRAVITY 
HINGES 


No springs 
to weaken 


Nothing to adjust 





Easy opening, sure closing—for all heavy 
doors. Extra rugged construction. No spe- 
cial hanging strips needed. Weight of door 
rests on heavy iron floor casting and hard- 
ened steel roller. For doors 1%" and thicker. 
Hold-open and non-hold-open styles. Furn- 
ished complete with screws, bolts, and lag 


screws. your Jobber 


Ask 
THE SHELBY SPRING HINGE COMPANY 
SHELBY, OHIO 


ohby SINCE 1898 
Ss BUILDERS HARDWARE 





Geeod Lovks — Beller Wear 
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upholstery, awning cloth, hospital sheet- 
ing, rubberized canvas, tire covers, top- 
ping, and winter fronts. 5—Latex and 
latex covered products: backing of car- 
pets or rugs, jute bags or sacks and 
wallpaper. Baskets, buckets, dippers, 
funnels, measures, racks, screens, sponge 
upholstery, and traps. 6—Stationer’s 
goods: Chair cushions, desk tops and 
protectors, erasers, pen sacks, pencil 
plugs, rubber bands, rubber stamps, 
telephone cord guards or ear pieces or 
telephone stands, typewriter feet and 
typewriter keys. 7—Tire repair ma- 
terials. 8—Cable wrapping tape, elastic 
tape, elastic webbing, mechanical rub- 
ber goods, made in whole or in part of 
balata (the rubber content of which is 
more than 50 per cent balata) shower- 
bath curtains and tarpaulins. 
oe at xg 

New paper regulations—The 
paper industry was moved toward a war- 
time basis by a new amendment to 
W.P.B. Order M-241, putting new cur- 
tailments on the use of paper in printed 
and manufactured items, and stopping 
production of some items deemed non- 
essential. However, the industry esti- 
mates that a change in the period on 
which other output restrictions are 
based, will result in a total paper pro- 
duction about 7 per cent higher than 


the regulation which was amended. The 
new directive will hit the public in 
many small ways, stopping after Feb. 
15 the use of paper in novelty and deco- 
rative products such as_ albums, 
coasters, doilies, artificial flowers, con- 
fetti, fireworks, punch boards and many 
others. By other announcements, de- 
tailed prices were set by O.P.A. on 
major kraft paper items,—rolls and 
sheets, and toilet tissue ceilings were 
established on special packs for U. S- 
Army use. 
oo * od 

Cellophane, ete.—Regulations 
on the use of cellophane and cellulose 
film have been tightened. These are 
now banned for milk bottle hoods, most 
carton overwraps, and insecticides and 
rodenticides. Cellophane and _ similar 
transparent films are allowed (to replace 
metals) for collapsible tubes or caps 
and bands for toothpaste, industrial oils, 
greases, putty and paint. Inventories 
are restricted to a 45-day supply. 

* ” ” 

Firearms and ammunition— 
Effective Jan. 2, regular prices, as 
established for retail sales may be 
charged by Defense Supplies Corpora- 
tion on resales of new firearms to local 
defense plants, police units, and others 
requiring small firearms. 





Service Department Pays War-Time Dividends 


(Continued from page 43) 


ion a part which will put the dis- 
abled mechanical item back into 
satisfactory condition. 

Bicycles have increased in num- 
ber and in use in recent years in 
this area and the service shop is 
equipped to repair them and put 
them into good condition. This 
girls, men and women alike, 
many of whom are riding bikes 
during the war emergency. Bi- 
cycle repairs range from the ordi- 


nary tire repair job to more 
complicated gear repairs. 

In past years, many stores have 
not made a play for this small 
item repair business, because they 
have been so busy with furnace 
and other tin work. However, 
during a war emergency, as Mr. 
Douglas points out, a service de- 
partment handling most types of 
mechanical repairs can have much 
added value as well as being a 
profit-maker. 





Phonograph Records Help Fill the Gaps 


(Continued from page 46) 


is emphasized by the fact that 
they are turned over to customers 
in a special carrying envelope 
bearing the store’s name, the ad- 
dress of the main and branch 
stores, and the names of the five 
lines of records featured, together 
with ads for two types of needles. 

Starting from scratch with a 
phonograph record department 
would be exceedingly difficult 


these days. After the war is over 
many hardware dealers will un- 
doubtedly find such a department 
a worth while addition to their 
radio and appliance setups. In 
peace times there will be sales not 
only of records and album col- 
lections, but also of record players 
or of combination radio and 
phonograph units. 
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FOR YOUR 


PROFITABLE 
PROMOTION 


vailable for Immediate Delivery 


pase ADVERTISED IN LADIES’ HOME JOURNAL 





No. 459 
PLASTIC TOP 
SALT 'N PEPPER 
SET 


New .. . and instantly 
appealing. At home on 
range or table in the 
smartest kitchen! Shaker 
tops have NEW, sanitary 
“side-flow’ design; are 
embossed “S” and “P”. 
No. 459 set includes tray 
. . . retails complete at 
39¢. Individual shakers 
(No. 456) retail at 10¢ 
each. Tops and trays are 
red Tenite plastic; con- 
tainers are ribbed clear 
giass, 7-oz. capacity. 





Popular for jellies, jams, 
marmalade, horse radish, 
catsup, chili 
sauce, etc. Sanitary 2- 
piece hinged-tops, 
spoons, and tray are red 
Tenite plastic; containers 
are clear glass, 6-oz. ca- 
pacity, 4” high. Set re- 
tails complete at 50¢. 


No. 915 MATCHED DRIPLESS SERVER SET .. 


An outstanding year- 
round gift promotion! 
Consists of matched 
dripless servers—48- 
oz. and ll-oz. sizes— 
tissue packed in 
smart setup gift box. 
Tops and slides are 
sanitary Tenite plas- 
tic in red, green, yel- 
low, blue; containers 


mustard, 





ribbed design. 
Retail price: $1.00. 


j 


SEE YOUR JOBBER ... 


(All retail prices as listed above are suggested retail prices; 
slightly higher west of Mississippi.) 


NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 
ILLINOIS 





400 NWN. LEAVITT ST., CHICAGO, 
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WE 
CN SUPPLY YOU WITH 


WHITNEY 
> HAMPERS 


BUT NOT AS PROMPTLY 
AS IN THE PAST! 


Due to new production prob- 
lems and ‘‘order peaks’’ it 
now takes from 4 to 6 weeks 
for delivery. May we suggest, 
therefore, that you attempt to 
anticipate your Whitney Hamper 
requirements and place your orders 
as far in advance as possible. 
Possibly 
better this delivery, but we feel 
the 


we will be able to 


you should know true 


situation. 








WHITNEY HAMPER 
CONSTRUCTION IS 
STILL THE SAME! 

















iy 


Sales people who refer to 
this tag when making a sale, 


sell more hampers . . . easier. 


AND WHITNEY HAMPERS ARE 
STILL NATIONALLY ADVER- 
TISED IN AMERICAN HOME 
AND HOUSE BEAUTIFUL 









We will continue to create Whitney Hamper ac- 
ceptance to help make selling easier. 


S et 
“ 0 SELL . 


ney HAMPERS 


On Permanent Display at 666 Lake Shore Drive, Chicago 


ORDER FROM YOUR JOBBER OR WRITE DIRECT TO 
F. A. WHITNEY CARRIAGE CO. » LEOMINSTER, MASS. - SAN FRANCISCO 





Reversible Handle 


—— 


LONGER HANDLES—SHAPED AND BAL 
ANCED PERFECTLY. MODELS RANGE 
FROM 10c to $5. Double-edged Biades sup- 
plied with super-sharp or serrated edges. 
No screw driver or wrench needed to 
replace blades—just push new blade in. Big 
blade replacement sales assured dealers 


stocking RED DEVIL WOOD SCRAPERS. 
LANDON P. SMITH, INC., IRVINGTON, N. J. 


TrERS GLATIERS POINTS 
VES « WOOD SCRAPERS + PAIN 
SANDING MACHINES + ELECT 











DETACHABLE BLADE 
KNIVES... for HOBBYISTS 


& EVERY ART & 






No other item you've ever handled 
returns you so much sound, steady 
profit, or your customer such com- 


plete satisfaction and that’s why con- 

stant repeats make your profits swell. Here's 

healthy prosperity just waiting to be asked 
. GRAB IT! 


Address inquiries to Alfred Field & Co., sole 
distributors in Hardware Field, 93 Chambers 
Street, N. Y 








Get our deal for 
this beautiful 
silent salesman. 


Let Sharp-Edged Advertising Help 


A national ‘vig push’’ in publications reaching the 
very people who buy from you , plus strong, 
compelling ‘‘Dealer Helps’’ and this handsome 
time-proved display cabinet containing ample stock 

these together make X-acto Knives with 8 in- 


terchangeable blade types PROFITABLE. Get all 
the facts today 


Sere 



















Initiative Will Win the War! 


(Continued from page 31) 


work. Here men found that when 
they succeeded they were reward- 
ed in proportion to their achieve- 
ments. Here we have had for the 
most part free men and free mar- 
kets. This is what we mean when 
we speak of the American way 
of life. And this is why the Amer- 
ican way of life produces three 
times as much goods per worker 
as do the European systems. 

I have often employed a graphic 
illustration of the differences in 
living standards among different 
peoples. Outside of our Amer- 
ica, the European standard of 
living is the world’s highest. If 
we assume the European standard 
of living to be represented as a 
plateau, then rising from that 
plateau, towering three times as 
high, is a pedestal representing 
the American standard of living. 
Supporting that pedestal is a foun- 
dation whose massive cornerstone 
is the precious quality of initia- 
tive. Destroy that foundation in 
initiative, and your pedestal falls 
to the level of the plateau. 


Must Hold to This System 


It is not necessary to argue the 
superiority of this American way 
of life. All the world knows that 
it has been responsible for pro- 
ducing and distributing more ma- 
terial benefits for more people in 
shorter time than any other sys- 
tem in all history. I have dwelt 
at some length on the pattern of 
our American way of life as it 
has functioned in peacetime. | 
have done so to demonstrate that 
this is the only system which en- 
courages industry to produce. 
Since the very survival of our 
country now depends on indus- 
try’s output of war materials, it 
follows that we must hold firmly 
to that system which will give us 
the maximum of goods required 
for our war effort. Even if totali- 
tarian regimentation were more 
efficient than our American way, 


we dare not change over night the 
patterns of thinking that have 
guided us for over a century— 
any more than you would expect 
a watch-maker immediately to be- 
come an efficient locomotive build- 
er. 

Consequently, any action that 
penalizes ingenuity in industry 
would result inevitably in so cut- 
ting down our production that we 
would lose this war. This is the 
catastrophe that threatens us to- 
day, as Washington, with tongues 
of Babel and in pell-mell fashion, 
proclaims directives on top of 
restrictive orders, and restrictive 
orders on top of directives. Such 
practices, unless halted, will cause 
our war production to turn down- 
ward instead of increasing. 


Policies That Threaten 


Lest there be any misunder- 
standing, I shall be very specific 
regarding policies that threaten 
our war production. I concede 
that the impacts of the war neces- 
sarily interfere in some respects 
with our American way of life. 
To that extent they destroy ini- 
tiative and create inefficiencies in 
our industrial operations. But 
these drawbacks, though regret- 
table, are unavoidable, because in 
wartime Government must close 
down certain industries not essen- 
tial to the war effort—others must 
be curtailed—and still others must 
shift over to the production of 
different varieties of goods. Gov- 
ernment must determine the kind 
of goods to be produced, the chan- 
nels through which those goods 
must move, and must fix price 
ceilings over many of them. The 
whole Nation must subordinate 
itself to the winning of the war. 
Industry can be no_ exception. 
Business as usual necessarily is 
out. 

But once absolutely necessary 
restrictions are laid down, there 
remain vast areas in our economy 
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where initiative should be given 
comparatively free play. To draw 
this line every directive and re- 
strictive order of Government 
should be challenged by two ques- 
tions, namely: Is it clearly neces- 
sary for the war effort? Will the 
purposes of such orders be de- 
feated by losses in_ initiative 
which must inevitably follow? 

Numerous actions come to mind 
that do not conform to this yard- 
stick. Renegotiation of war con- 
tracts is one. This policy strikes 
at the foundation of business and 
trade—the sanctity of contracts. 
It creates confusion and uncer- 
tainty and absorbs endlessly the 
time of industrialists. These are 
arch enemies of production. 

The Government in its contracts 
should settle on a price that is 
fair to both it and the contractor, 
and then leave the latter an in- 
centive to demonstrate his skill 
and ingenuity in lowering costs. 

Our Government regards as de- 
sirable and requires the payment 
of time and half for the extra 
hours of exertion put forth by the 
workers. Yet it denies to manage- 
ment a similar incentive for in- 
creasing industrial efficiency. Such 
discrimination cannot be justified 
through fear of inordinate ‘prof- 
its. The present income tax was 
designed to take care of just that 
situation. There is no place in 
this war for profiteering. Neither 
should corporations be weakened 
by inroads on their capital struc- 
tures as a result of Government 
edicts. Emaciated corporations, 
any more than under-nourished 
men, cannot win this war. 


Floors Under Prices 


Similar in nature to renegotia- 
tion of contracts, are schemes for 
placing floors under prices, sub- 
sidies and cost-plus contracts. 
They all promote waste and high- 
cost production, just as the price- 
fixing cartel does in time of peace. 
Price ceilings made necessary to 
curb inflation are not in the same 
category. They are not destruc- 
tive of initiative so long as they 
take into account fair costs of 
production. Instead, such price 
ceilings spur the initiative of in- 
dustrial managers to widen the 
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margin between their costs and 
the ceiling. 

The elimination of brands and 
the pooling of goods in certain 
industries, cannot be too severely 
condemned. One manufacturer 
has long printed on every pack- 
age turned out these words: “The 
priceless ingredient of every prod- 
uct is the honor and integrity of 
its maker.” This manufacturer 
has expressed what every indus- 
trialist feels about his individual 
product. A lifetime of hard work 
in the development of the product 
in which the manufacturer may 
well be proud, is by some Govern- 
ment directive thrown in the scrap 
heap. Regimentation of this kind 
strikes at the very heart of initia- 
tive, and I have no hesitancy in 
making the prediction that, ex- 
cepting only in the rarest in- 
stances, such action will result in 
incalculable harm to our war ef- 
fort. 


Cannot Be Measured 


To be sure, certain planners are 
adept in presenting their schemes 
for wiping out so-called wasteful 
practices. But they speak in terms 
of mathematical equations. These 
claims on paper frequently look 
good, but the effect on men’s mo- 
rale and initiative cannot be mea- 
sured by the slide rule. Yet every 
plant manager knows decreased 
production is the net result. 


This same indifference to the 
intangibles of human relations is 
reflected in the agitation for the 
drafting of manpower for indus- 
try. Here again we witness the 
bureaucratic desire for a short-cut 
through coercion that in the end 
will prove going the longest way 
around, Compelling men to work 
where they do not desire would 
strip the worker of his dignity as 
an individual and reduce him to 
the status of a serf. Free men 
always will outproduce slave la- 
bor. It would be the height of 
folly to throw away that advan- 
tage by imitating Hitler. 

Much could be done toward the 
solution of this problem if Govern- 
ment properly approaches it in 
cooperation with industry and 
labor. And this is one problem 
where the start might well be made 








THEY NEED HARNESS HARDWARE, TOO! 


To equip their battle har- 
ness — helmets, knapsacks, 
cartridge belts, leggings -— 
America’s fighting forces 
need all kinds of harness 
hardware. And they’re get- 
ting it! They’re getting mil- 
lions of ANCHOR BRAND 
buckles, tips, snaps, dees and 
slides. 


This explains why North & 
Judd can’t always give you 
the particular item you want 
just when you want it. 


HARDWARE 
FOR BATTLE HARNESS 
MUST COME FIRST! 


But North & Judd is not for- 
getting the importance of 
keeping the nation’s work 
harness in first class condi- 
tion. And it is using all the 
production time and metal 
allocated to it under Limita- 
tion Orders to turn out 
ANCHOR BRAND Harness 
Repair Hardware for this 
vital job! 


VORTH & JUDD 


MFG. CO 











NEW BRITAIN, CONN 
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WARTIME KITS 
for Model Railroads 








HO-Gauge Railroaders can now make their 


layouts clever, original and up-to-date by ad 


d- 


ing bomb shelters, barracks, fire houses, han- 


gars and other Megow kits characteristic 
the world today. Made of special cardboa 


of 
rd 


and other non-essentials of war. Easy to build, 
attractively colored and printed, realistic and 


low in price. 


Pl. Watchman's Tower . 26eésnonele 
P2. New Freight House ee 
P3. New Small Combination Station ..-80¢ 
P4. Combination Station and Platform... .30c 
PS. Water Tank and Pump House 30c 
P6. Signal Bridge ‘ we 30c 
P7. Plate Girder Bridge ceaeo ee 
P8. Cape Cod Cottage ae wricd 6 id hee 
P93. Barn hone 
P10. Green House and Pens ‘en eaanene 
Pll. Corn Crib, Windmill, etc bceawweeue 
P12. Suburban Cottage sosvereurcevvesde 
ee SD RR ere 30c 
P14. Combination Station ee cee OO 
P15. Interlocking Tower colecaancc 
P16. Suburban Cottage seed .. .00e 
P17. Air Raid Headquarters eer 30c 
Pi8. Fire House REP ey $1.15 


P19. Barracks 30c 


[ 


HOWARD & OXFORD STREETS 
PHILADELPHIA, PA 




















There’s a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales-producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 




















in Washington. Labor shortages 
could be relieved in some degree 
if the Washington Government 
commenced dismantling the swol- 
len bureaucracy built up in the 
last nine years. There are now 
many men in Washington who 
could make a far greater contri- 
bution to the war effort if returned 
to their normal jobs—and my 
how they would like to get back! 


Salary Limitations 


Then comes the $25,000 salary 
limitation. Now it just happens 
that no one in my company is 
affected by this edict. The 3000 
men who are injured are in most 
cases the very men who, more than 
any others, have been responsible 
for making possible the largest 
war production program ever 
achieved by any people at any 
time in history. Why were these 
men singled out for punishment? 
What was the purpose of this 
edict? Could it have been to ap- 
pease the Communists, for almost 
the very words of this executive 
order occur in their party plat- 
form? Could it have been to pro- 
duce revenue for the war effort? 
Careful study discloses it will de- 
prive the Treasury of revenue. 

The only defense put forth for 
this action is that it affected only 
a few people. Such a defense is 
not only shocking but is dishonest. 
Have these men forgotten that 
our Constitution was written for 
the specific purpdse of preserving 
the rights of the few? Is not pro- 
tection of minorities the very es- 
ence of our democracy? Let the 
principle of this salary limitation 
stand and for the first time in our 
history we have set up a barrier 
that will prevent any poor man, no 
matter what his ability may be, 
from ever achieving independent 
means. That is the beginning of a 
hereditary class system in Amer- 
ica. The American people must 
insist on withdrawal of this edict 
at once, else it will open the door 
so that at the whim of the Wash- 
ington politicians any man’s sal- 
ary may be limited to fifteen, ten, 
five or even three thousand dol- 
lars a year. 

All these policies are symbolic 
of the trend now making its ap- 


pearance in Washington. There, 
the aim at times seems to be— 
not the winning of the war—but 
the substitution of political dom- 
ination for industrial self-govern- 
ment. At times the opinion of 
Washington seems to be that the 
mechanism of our national econ- 
omy is so defective that only the 
hand of the Federal Government 
can keep it running. So rigidity 
is proclaimed where flexibility is 
required. Coercion is substituted 
for the incentives that spur initia- 
tive in men. 

Such a course, if continued, can 
lead only to disaster. If Govern- 
ment abandons its proper réle as 
the director of the war effort, to 
become the dictator of industry, 
production will fall. The industry 
of this country cannot be run from 
Washington. This war cannot be 
won in Washington. But it can be 
lost there. 


Power Feeds on Power 


There are planners in Washing- 
ton who take it for granted that 
we are going to win this war, and 
are meanwhile conspiring, under 
the guise of .the emergency, to 
destroy our American way of life. 
I agree with these planners that 
America will eventually win the 
decision over its enemies. I com- 
pletely disagree how this decision 
will be gained. Initiative will win 
the war, not regimentation. This 
is no time for experiments in busi- 
ness reform. Unfortunately the 
socialistic planners of the New 
Deal are receiving encouragement 
from many men whose faith in the 
worth of the American system is 
beyond challenge. Against their 
better judgment, they are willing 
to accept mild doses of regimenta- 
tion on the ground that by so 
doing we shall be spared more 
drastic restrictions. These men do 
not know history. Power feeds on 
power; and the bureaucrat is 
never satisfied, even though he 
may formerly have been a busi- 
ness man. 


The Myth of Our Age 


Then we have men who, while 
they are aware of all this, have 
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nevertheless been led to believe 
that the only way to fight Hitler 
is to adopt Hitler’s methods. This 
is utter nonsense. The belief that 
totalitarianism is synonymous 
with industrial efficiency, is the 
great myth of our age. Germany 
has always failed even to approach 
our industrial production. Of 
course, totalitarian countries 
rigidly restrict and direct their 
people in time of war, because 
their form of Government has al- 
ready destroyed their initiative. 


Don’t Imitate Hitler 


The surest way for us to lose 
this war is to ape Hitler. The sur- 
est and quickest way to win this 


war is to place our faith in Amer- 
ican initiative. Keep restrictive 


policies to the minimum of abso-* 


lute necessity. Cut away the ropes 
of bureaucratic red tape now ham- 
stringing industry. Give manage- 
ment and labor a chance to exer- 
cise initiative by reopening the 
door of opportunity. Do these 
things, and the output of war ma- 
terials will soar to heights that 
even today would be called fan- 
tastic. Fail to do them, and we 
will lose initiative. Lose initiative, 
and we will lose production. Lose 
production, and we will lose the 
war. Lose the war, and we will 
lose our freedom. Lose our free- 
dom, and we will become German 
or Japanese slaves. 
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A popular buy-word 


National 


HARDWARE 














HE score of years that these fine 

products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ry this hardware, 
you should write today 
for full particulars. 


National Manufacturing 
Company 
STERLING : « « ILLINOIS 
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Here’s a NEW Source of 
Wartime SALES VOLUME with 


MILWAUKEE 


BUILDERS’ 
HARDWARE 


ALL WOOD partitions in factory and 
camp restrooms, toilets and offices— 
demanded by wartime metal restric- 
tions—means a VOLUME market for 
you in MILWAUKEE BUILDERS’ 
HARDWARE! Cash in on this new 
source of wartime business NOW. 






MILWAUKEE 
PIVOT SPRING 
HINGE 


Builders’ “Quality- 
Choice” in sturdy, 
easily installed Door 
Closures. 


Standardize on MILWAUKEE —the Popular 4 
* Hardware Line for ever 40 Years. 


MILWAUKEE STAMPING COMPANY 


SOUTH 72nd 
MILWAUKEE 
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And Still Available for Hardware Distribution 


“Milapaco” Products 
in Victory Handy Pack 


“Milapaco” lace paper place mats 
and doilies. Designed to afford the 
housewife an opportunity to buy place 





mats and doilies in quantities sufficient 
for daily use. Each package contains 
100 of the lace paper mats and larger 
doilies, and 150 of the smaller doily 
sizes. An accurate full-size illustration 


of the place mat or doily in the pack- 
age is shown on the front, together with 
the quantity and size. The back has 
graphic illustrations of the every-day 
uses of “Milapaco” lace paper in the 
home. Package is easy to use. It opens 
completely permitting the removal of 
as many doilies or place mats as needed 
and closes tightly to keep the remainder 
clean, fresh and unwrinkled. Milwaukee 
Lace Paper Co., 1306 E. Meinecke Ave., 
Milwaukee, Wis. 


Booklet an Fuel Oil 
Saving Methods 


One of the principal difficulties in 
meeting fuel oil rationing requirements 
is that the home owner may set his 
thermostat too high at the beginning 
of the heating season, with the result 
that a shortage of sufficient fuel for 
healthful temperature may be found 
near the end of the season. How to 
determine where the thermostat should 
be set in each individual case, and the 
steps that should be taken to best utilize 
fuel oil rations are explained fully with 
formula and chart in a timely and easy- 


$2 


to-understand paper prepared by G. D. 
Lortz, chairman, Technical Committee. 
National Mineral Wool Association. 
Copies of the paper can be secured from 
The Philip Carey Mfg. Co.. Lockland, 
Cincinnati. Ohio. 


“Chalkzine”’ 
Sign Cards 


\ ready-to-use sign card, 104 in. 
wide by 13'% in. high, with an easel 
support and a writing surface of dull 
black. Signs have attention-spots in 
upper corner such as flag, Minute Man, 
“Buy the Best,” “Friends” in colors. 
Can be written upon with ordinary 
white or colored chalk crayons and 
erased with a dry cloth. Me:sage can be 
changed often and quickly and each 
sign can be used at least 100 times, 
according to the manufacturer. When 
the writing surface gets gray it can be 
freshened with a slightly dampened 





cloth. Sign cards come in a variety of 
stock numbers. The Ellwood Co., 709 
S. Cicero Ave., Chicago, III. 





“Cal-Tut” Sponge Pak 


Genuine sponge, packed in a tufted, 
cotton fabric washable jacket, woven on 
special back and built for heavy duty. 
For household use, car washing, window 





and dish washing and for every purpose 
where a sponge can be used, according 
to the manufacturer. Said to be highly 
absorbent, cleans with great ease and 
generates soapsuds readily. Maker also 
claims that it will not scratch or shrink 
and will dry to a thick, fluffy pile. 
Shaped to fit the hand. Gulf & West 
Indies Co., Inc., 23 Murray St., New 
York City. 


“60 Below” 
Anti-F reeze 


The manufacturer states that this is a 
permanent anti-freeze, made from non- 
critical materials and that it will give 
protection to 67 deg. below zero in con- 
centrations as indicated by “60 Below” 
hydrometer. “60 Below” is also said 
to be non-evaporating, non-corrisive, 
non-odorous, and non-injurious to car 
finishes and rubber, and to be non- 
inflammable and non-explosive. It is a 
concentrated fluid of pale amber color 
which the maker states will not crawl 
or seep. The Freedom Chemical Co., 
310 Lakeside Ave., N.W., Cleveland, 
Ohio. 
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Visibility Calculator 

A new device, designed for use with 
the Luckiesh-Moss Visibility Meter, 
designed to permit quick and accurate 
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determination of relative visibility of 
any visual task when amounts of light 
on that task are changed. Consists of 
two cardboard discs and a transparent 
sector element and is only 6% in. in 
diameter. Included on the front side of 
the device are nine examples of various 
sizes of type, by which the reader may 





When you think ‘of TRIPLEX, think of 
precision made threaded fasteners. This 
message is confined to our cap screws- 


repeats because of its 23 years reputation 
for quality and precision, tie up with 
TRIPLEX now! 





translate relative visibility values into 
practical and understandable terms. 
Reverse side contains directions as to 
proper use of the device, gives three 
typical examples of its use and describes 


Hex and Flat. If you want a line that © We recommend your inquiry today. 


THE TRIPLEX SCREW COMPANY, 5317 Grant Avenue, Cleveland, Ohio 







the various circular scales. General CAP AND SET SCREWS 
Electric Co., Nela Park, Cleveland, 
Ohio. BOLTS, NUTS AND RIVETS 


Millions Sold ++ Used in Every Industry 






Speer’s Wholesale 
Hardware Catalog 


Speer Hardware Co., 205-213 Rogers 
Ave., Fort Smith, Ark., jobbers of shelf 
and heavy hardware, recently published 
its new general catalog No. 42. This 
713-page catalog lists the products dis- 
tributed by the company and is com- 
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clean, attractive and light in weight. 
Lumarith is a product of Celanese Cel- 


division of 


a 66 
_ 
pletely indexed. It also contains the ‘seit 
prices of the various products. &E~© s° 
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Plastic Drain SeOit 
Rag gee 
. . —) 2 = = 
Stoppers Every Home and Building Owner aeaeoe 
These drain stoppers are molded of ° ° 0°! 
Lumarith plastic. Come in sizes from Needs This Protection £83 
one inch in diameter up. Said to be 2a 
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York 


luloid Corp., a 
Corp. of America, 


. "DECORA COMPOUND 


T costs little to seal all building joints and all door 





New City. 
OTHER 
PECORA PRODUCTS 
Roofing Cements 
Furnace Cements 


Casement Putty 


Stoppers are manufactured by Kampa 
Mig. Co., 
waukee, 


12132 W. Mil- 


Wis. 


Capital Drive, 
and window frames exposed to weather. Deteri- 
oration is stopped at once. Fuel saving starts im- 


mediately. Pecora Calking Compound will not dry 

: , , Metal Sash Putty 
out, chip or crack when properly applied. Avail- Glazing Putty 
able in bulk or in special gun cartridges. You can Stove & Boiler Putty 


depend upon Pecora to give unsurpassed results. Perfect Patching Plaster 


PECORA PAINT COMPANY, Inc. 


WRITE Established 1862 by Smith Bowen 


FOR 
BOOKLETS 


Philadelphia, Pa. 


Council, Inc. 


Lawrence & Venango Sts. 


Member of Producers’ 
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Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
ean stretch the wire and nail it to the post 


without assistance. These time and labor 
saving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also Folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 





84 








WHATS NEW 





“So-Lo’s” Linoleum and 
Stair Tread Cement 


A permanent type cement for use 
with the company’s new Dura-Val stair 
treads or for repairing or laying lino- 
leum, according to the manufacturer. 





One ounce jar is said to contain enough 
material for four stair treads or a 
number of linoleum repairs. So-Lo 
Works, Loveland, Ohio. 


Handbook on Plastics 

The book entitled “Plastics” was 
written by J. H. Du Bois, who has 
worked in the plastic industry since its 
infancy and who has been associated 
with the Plastics Department of the 
General Electric Co. for many years. 
The book contains the experience and 
knowledge of hundreds of experts. It 
is easy to read, contains complete au- 
thentic information and a _ reference 
file. Complete information about the 
book can be obtained by writing to Roy 
O. Nereim, 247 Central Ave., Highland 
Park, Ill. 


Industrial Safety 
Publication 


American Optical Co., Southbridge, 
Mass., has announced a new publica- 
tion called The Safety: Clipper, for use 
by editors of employee newspapers or 
magazines in promoting _ industrial 
safety. The publication is designed to 


provide editors with information, ar- 


ticles, cartoons and editorials on the 
importance of industrial safety. It en- 
courages the use of goggles, protective 
clothing and safety devices by workers, 
therefore contributing to the success of 
the current safety drive sponsored by 
the government, National Safety Coun- 
cil and industry. The first issue was 
published recently and those interested 
are invited to send their names and ad- 
dresses to the company for addition to 
its mailing list. 


Soot Destroyer 
in Brick Form 


“Fire Chief Brick”—a soot destroyer 
that is a scientifically blended formula 
of chemicals which when submitted to 
flame is said to combine with the soot 
and reduce it to a feathery, white ash. 
Maker states that these bricks are safe 
to use and cannot harm the user or 
damage the heating plant in any way. 





Easy to use; just toss a brick on the 
fire of the furnace, open the draft for a 
few minutes and the vapor from the 
burning brick is absorbed by the soot 
and carbonous matter in the hot air 


furnace, boiler fire pots, flues and 
chimney, causing a shrinkage of these 
substances. Contains no acid, is non- 
explosive and prevents chimney fires, 
according to the manufacturer. The 
Knack Co., 1518 E. Woodbridge St., 
Detroit, Mich. 








Spring Patterns 
in Paper Shelving 


“Royledge” paper shelving in the 1943 
spring patterns is now ready for de- 
livery. Each pattern has laminated 
decorative double edge which is said to 


make this shelving durable, long lasting 
and provides great resistance to ordinary 
conditions of kitchen steam and heat. 
Folds and holds without tacks, accord- 
ing to the manufacturer. Royal Lace 
Paper Works, Inc., 99 Gold St., Brook- 
lyn, N. Y. 











HARDWARE AGE 











“Rochow” Swirl Mixer 


A covered measuring cup for mixing 
cooking ingredients. Made of Eastman 
Tenite which is said to be flexible, long 





lasting and durable. Shaking the ingre- 
dients against the patented swirl ends 
thoroughly mixes the contents, accord- 
ing to the manufacturer. The large size 
mixer has two-cup size bottom and one- 
cup size cover. Swirl ends are enlarged 
so that greater amounts can be quickly 
mixed. Comes in four colors: white, 
green, cream and red. Rochow Swirl 
Mixer Co., P. O. Box 781, Rochester, 
ms ¥. 


“Britex” Cleaning 
Compound 


A cleaner for washing walls, cleaning 
paint and general use. A pink powder 
which turns green in water and which 
the maker states contains no caustic, 
lye, acid or soap. Said to dissolve 
grease instantly leaving no film. Can 
also be used for cleaning woodwork, 
refrigerators, tile floors and bathrooms. 





Easy tovuse, a small amount of the com- 
pound is dissolved in warm water, ap- 
plied to the surface with a soft cloth or 
sponge and then rinsed. Britex Co., 
Brookline, Mass. 


Handbook on Electric 
Refrigeration 


The Westinghouse Home Economics 
Institute, Mansfield, Ohio, has published 
a 16-page handbook entitled, “Electric 
Refrigeration and Wartime Health,” for 
those concerned with food care and 
conservation. Discussed in layman lan- 
guage are: Proper Refrigeration, Effect 
of Refrigeration on Bacteria and Vita- 
mins, Quick Frozen Foods, Care and 
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Use of Your Refrigerator, and hints on 
buying food and food storage. In addi- 
tion, the booklet lists the recommended 
daily allowances for specific nutriants 
and the recommended conditions for 
storage of different foods. This is the 
third in a series of educational book- 
lets on the wartime use of home appli- 
ances. The first is entitled, “A Refer- 
ence Handbook on Electrical Home 
Appliances” and the second is called, 
“Vitamin Retention by Protective Cook- 
ing.” Copies are available to teachers 
and home economists at no charge. 
Quantity requests can be filled at a 
small charge per copy. 


Wood Link Mats 


Line of door mats made of non- 
priority materials. The “V” and 
Liberty mats have been designed to take 
care of dirt removal requirements. “V” 
mat is constructed of hard wood links, 
cured and cut to size and woven on 
wooden dowels, rigidly held in place 





with hand-driven wooden pegs. Offered 
in two sizes, approximately 14 by 23 in. 
and 18 by 32 in. Liberty mats are manu- 
factured from hard wood links placed 
on end to afford maximum surface 
scrapeage of foot traffic and are woven 
on wooden dowels and locked in place 
by hand-driven wooden pegs. Two sizes 
are available, measuring approximately 
15 by 23 in. and 18 by 32 in. Both 
models are ready for immediate de- 
livery. American Mat Corp., 1731 
Adams St., Toledo, Ohio. 


“Credit Manual of 
Commercial Laws” 


The National Association of Credit 
Men, 1 Park Ave., New York City, has 
published the 1943 edition of “Credit 
Manual of Commercial Laws.” This 848- 
page handbook for credit men features 
the credit phases of war production. 
The war edition presents more than 200 
pages of information about war produc- 
tion orders. The Law of Credit Infor- 
mation is a new feature of the second 
division of the manual. This chapter 
tells how to avoid possible liability when 
giving credit information. The section 
on sales is thoroughly revised to incor- 
porate all recent changes and decisions 
affecting contracts or transactions with 
corporations, partnerships and agents. 
The Collections section gives _last- 
minute rulings on methods, suit-proce- 
dures, commercial crimes, frauds, liens 
and bonds. The limitations prescribed 
by the libel laws are carefully defined. 
The section on insolvency includes the 
complete text of the Chandler Act, ex- 
planations of its clauses and excerpts 
of recent decisions. 














The 
best are 
BETTER BRAND 


MOUSE AND RAT TRAPS 





McGill Metal Products Co. 


Marengo, Illinois 





WIRE IN WAR 


An Atlas In Its Field! 


BECAUSE the very working of wire 
into forms adds to its already high 
strength possibility, as compared 
with milled items, it is eminently 
suitable for war products where de- 
pendability is vital. For this, and 
many other reasons, Brooks Hooks 
and Wire Forms are now in the war 


100%. 
(DEALERS: For the duration, our 


hardware deliveries must defer to 
war needs.) 


M. S. Brooks & Sons, Chester, Conn. 
SINCE 1848 


"BROGKS HOOKS" 
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REPAIR & RESURFACING COMPOUND 


for all types of surfaces 








@ Ready Mixed @ Ready To Use 
@ Easy To Apply 


Greater compressive strength than 
concrete ... and it's resilient. 


LEV-L-FLOR stands up under the heaviest 


loads without cracking up or breaking out. 
Requires no costly, time-taking preparing, 
chipping or cutting of old surface. No skilled 
labor Dries overnight ready for service in 
the morning. LEV-L-FLOR assures a strong, 
smooth, good-looking surface that is Fireproof 

. Waterproof... Slipproof . . . Sparkproof 
Decayproof . . Dustproof . Weatherproof 


. Acid- and Alkali-proof! Economical, too. | 
Packed in 55- -gal. drums, 5S-gal. and 1i1-gal. | 
pails, and 1-qt. cans. j 

Send for literature "'HA"’ 
e } 
J oO & hy ia - % Many attractive territories 
are open to Jobbers. | 
Write for full details today. | 


t WRITE TODAY FOR LITERATURE ! | 








CENTRAL PAINT VARNISH WORKS 


BROOKLYN, NEW YORK 











TRONG- BRAY 


GTEELGRIP Prompt deliveries 


rachis 


sey wy 





a 








both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 

Priority Business 


—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 
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How to Merchandise Baseball, 
Tennis and Golf Goods 


(Continued from page 26) 


14—Use sporting backgrounds 


Introduce some of the atmos- 
phere of the course, diamond or 
court with the use of blowups and 
manufacturers’s display material 
wherever possible in both window 
and store interior. Clippings 
from magazines and newspapers 
neatly mounted in some semblance 
of a pattern can help provide this 
atmosphere. Since these are 
primarily spring and summer 
sports, spring colors suggesting 
the warmer months should be in- 
jected in the form of crepe paper 
and even paints. 


15—Advertise to schools 


Complimentary schedule cards 
of school team ball games, and 
tennis and golf matches can re- 
mind the students of your com- 
munity that you are in the 
athletic goods business. If the 
cost is too great you could have 
such cards printed on a _ co- 
operative basis with ice cream 
stores, coffee shops and clothing 
stores that cater to students. Many 
schools have such schedule cards 
issued by their athletic asso- 
ciations, which frequently bear the 
cost of such printing out of ath- 
letic funds. It might be possible 
to split the cost of these cards in 
certain instances for the privilege 
of advertising your store and its 
wares on them. 


16—Have a “hall of fame” 


A small section of your display 
window used for athletic goods, or 
a placard in the department itself, 
could be used to note home run 
makers, “love set” winners, and 
the names of players who make a 
“hole in one,” etc. Players so 
skilled or lucky would like the 
idea of having you call attention 
to their feats. This could be in- 
dicated as your “Sports Hall of 
Fame.” People would really 
watch this section and so a fre- 
quent change of displays next to 
the “Hall” would really get con- 
siderable attention. 


17—Have a ball score board 


Outside your store or in the 
entrance way have a score board 
for indicating the running score 
on the featured big league game 
of the day—the game you know 
most interests the average fan in 
your trading area. When there is 
a local ball game of particular 
interest, have a supplemental score 
board for that event, with the 
latest news of the game on it. 


18—Furnish teams with score 
cards 

You could provide local base- 
ball teams. with score cards at 
fairly reasonable cost. And the 
same service could be offered in 
some instances to golf clubs, al- 
though there would have to be 
some limitation on that type of 
score card donation because some 
clubs are always having tourna- 
ments. 


19—Sponsor sports exhibits 


Certain manufacturers, includ- 
ing those making entirely unre- 
lated lines, have expert golfers 
and tennis players available for 
exhibitions. Tying in with such 
an exhibition, in cooperation with 
a local club, can attract con- 
siderable attention to the spon- 
soring manufacturer, the club and 
your own store. This is a form of 
publicity well worth considering. 


20—Show related lines together 


Be sure that everything used by 
ball players is displayed  to- 
gether and follow the same pro- 
cedure for tennis and golf goods. 
Thus, when a customer is buying 
equipment for his favorite sport 
he cannot very well overlook any 
possible item he might want. If 
your salesmen and customers have 
to scurry all over the store to look 
at the various items they are 
apt to miss out on some, causing 
the customer inconvenience and 
losing extra sales for the store. 


HARDWARE AGE 
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RICHARD 


SPRING BOTTOM OILERS 


FOR 
35 
YEARS 


For thirty-five years you have 
been buying and selling Richard 
Oilers and they have been giv- 
ing you and your customers 
honest, satisfying service. 


Right now, we have our sleeves 
rolled up doing a Victory Job 
for Uncle Sam. When we get 
that job done, we will be back 
again making oilers for you and 
your customers. 


WE MAKE 
Richard Oilers— 
Plastering Tools— 
Putty Knives and 
Scrapers—Wire 
C & H Hooks— 
Carded Items— 
Three-In-One 
Garden Tool. 

















THE ATLAS-ANSONIA CO. 
54-62 GRANT STREET NEW HAVEN, CONN. 














—_ OPENERS 


el 


ADD A STAR on your 


EGG pti 





“service flag” for the 


absent items on your 
counter—“out” to help 
with the war, they’ll 
pay you better later 
than they ever could 


today. 





Can Openers and Beaters available — 
subject to government demands 
EDLUND COMPANY 
BURLINGTON, VERMONT 


JANUARY 21, 1943 


| 
| 
| 
| 


| flues and chim- 








IN GREAT DEMAND! 


Fuel conservation is the cry over the radio and in 
newspapers and magazines. Our Government urgently 


| asks people to SAVE fuel. Nothing WASTES fuel more 


than soot clogged 


neys. And nothing 
helps CONSERVE 
fuel like 


FIRE 
CHIEF 





(Registered U. S. Patent Office) 


BRICK SOOT DESTROYER 


(Do not confuse Fire Chief Brick with the old, obscure powder type 
product) 
"The Original Brick Soot Destroyer" 


Thousands of dealers are selling it, because it retails profitably 
at 25 cents per brick and one brick tossed over a coal fire in a 
furnace or stove removes all soot in almost no time. Absolutely 
SAFE to use. Prevents chimney fires. Our FREE Dealer Helps 
and Attractive Counter Display Case do the selling. Write for 
Minimum trial order NOW. 14 Gross $12.00. Freight Allowed. 
5% discount if your check accompanies order for saving us book- 
keeping expense. YOUR PROFIT $6.60. 


THE KNACK COMPANY 


1518 E. Woodbridge St. Detroit, Mich. 
Branches: Pittsburgh—Erie—Columbus. 











SOUTHINGTON 


MECHANICS’ TOOLS 


STEEL 
SQUARES 
ALL 
STYLES 





7 
7 












No 101 Style of Nos 3, SR, 14 and 100. 


SOUTHINGTON Stand- 
ard Steel Squares, Take 
Down Square for Me- 
chanics, and Aetna Steel 
Squares for the casual or 


IMA ARAN AANA AA ARAN AR AR ARAN AR AR 


amateur user are all guar- 
anteed accurate with ser- 
vice built into them. Also 
Bevels and Try Squares. 
Send for Catalog and 








SERESEEESHESCROSCESRSESOPREGETOGRECCCE CCC. 
RAR AR AR AR AR AR AR AR AR ARARAR ARR AR ARC 


| 


Prices. 


“THE SOUTHINGTON 
HDWE. MFG. COMPANY 
cane SOUTHINGTON. CONN. ifs 
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LOOK INTO 





STARRETT %.... 


TRANSIT NO. 99 

LEVELING INSTRUMENT NO. 10 
Here’s why: 
First — they're useful. They're ac- 
curate enough for most work and, i 
addition, can be used as substitutes 
when high-priced engineer’s equip- 
ment is up for repairs or when 
climatic conditions might corrode 
costly equipment. 
Second —they’re readily available. 
You can get them now, when engi- 
neer’s equipment is hard to get. 
Third — they’re inexpensive — priced 
as low as $20.00. 


Descriptive Folder No. 26-A contains descriptions, 
prices and sales possibilities of the complete line 
of Starrett Transits and Leveling Instruments. 
Write for it, teday. 


THE L. S. STARRETT CO. 
W orld’s Greatest Toolmakers 
Athol) @ Massachusetts eo U.S.A. 











HELPS WARTIME MAINTENANCE 


Duthams 
celed Gam e-'ae) 
, WATER PUTTY 


Will Not Shrink - Sticks and Stays Put 


IMMEDIATE DELIVERY from your jobber 


Donald Durham Company, Des Moines, lowe 


















PRIEST'S CLIPPERS 


A Complete 
Line— 


Ask 
Your Jobber 
75 Years’ Reputation in the Trade 


AMERICAN SHEARER MFG. CO. 
NASHUA, N. H. 











Robertson 
Original ‘‘Horseshoe Magnet’ 
Hammers 





The original. Made of superior forged 

steel strongly and permanently magnetized. 

Hokis securely. Patterns for home, shop, 

store and other uses. Also Patented 

Gripper Clips for holding kitchen utensils, 
tools, golf clubs, brooms, mops, etc. 


. GIBSON GOOD TOOLS, INC. 
Box 268 Orange, Mass., U.S.A. 











Washington News Reel 


(Continued from page 52) 


A SLIGHT CHANGE HAS 
BEEN made by OPA in the conditions 


under which certain price adjustments 


| may be allowed in contracts for the 


| 31, 1942. 





sale of farm equipment to manufac- 
turers, mail order houses and to govern- 
ment agencies entered into after March 
Originally Maximum Price 
Regulation No. 246 (Manufacturers’ and 
Wholesale Prices for Farm Equipment) 
permitted these adjustments if the 
manufacturer or mail order house to 
which the sales were made filed a state- 
ment with OPA that it, in turn, would 
not ask OPA permission to increase 
prices because of the adjustment. 

The change, contained in Amendment 
No. 2 to the regulation, effective Jan. 9, 
adds a provision that the manufacturer 
or mail order house to which the sale 
is made also must promise not to raise 
prices because of the adjustment. The 
change was made because in some cases 
the manufacturer might have been able 
to increase his prices, after the adjust- 
ment without specifically asking OPA 
permission. 

x * * 


HIGH PREFERENCE RAT- 
INGS for material needed for emer- 
gency servicing of refrigerating and air 
conditioning machinery and equipment 
are continued in effect until revoked, 
under the terms of Preference Rating 
Order P-126 as amended by the Diree- 
tor General for Operations. 

The amount of manila fiber which 
may be processed into cordage for per- 
mitted civilian uses has ben specifically 


limited by the WPB in Order M-36 as 
amended. During 1943 this amount in 
any one month cannot exceed 20 per 
cent of the total amount of manila fiber 
permitted to be processed into cordage 
during that month. By the same action, 
quarterly sales of cordage for civilian 
uses were limited to 60 per cent of the 
individual processor’s total permitted 
sales for the first quarter. 


x*r* 


A RELATED ACTION also taken 
by WPB continues present limitations 
on the processing of agave cordage for 
civilian use. The restrictions, which 
would have expired on Jan. 1, limit 
processing of agave cordage for per- 
mitted civilian uses to 20 per cent of 
the basic monthly poundage, as defined 
in Order M-84. 

Other effects of the amended order 
are: 

1—Grants of preference ratings for 
substitute fibers for agave are continued, 
with one change: the amount of cotton 
yarns which can be purchased with the 
rating in the first two months of 1943 
is limited to one-half the basic monthly 
poundage. Previously, twice this pound- 
age could be purchased through use of 
the rating. 

2—Paragraphs (c) (1) (v) (b) and 
(c) (1) (v) (c), permitting increases 
under certain conditions in the use of 
agave for cordage, are deleted. 

3—Also deleted is paragraph (d) (7), 
limiting the sale of agave cordage for 
permitted civilian uses during the last 
two months of 1942. 





pt * 
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SEED DISINFECTANTS DISPLAY: The Bayer-Semesan Co., 


Inc., Nemours Bldg., Wilmington, Del., 





this year is giving 


dealers further assistance by adding new sales helps to its 


already impressive group of 


cartoons and crop pamphlets. 


window cards, streamers, display 
Most of the sales helps are 


illustrated in the above suggestion for an all-Du Bay seed dis- 


infectants window display. 


Further information on the Du 


Bay line and free display material can be obtained by writing 


to the company. 


HARDWARE AGE 























for Helping lls Aejp Uncle Sam 


Every time we’ve had to tell you “Sorry, but we can’t fill 
your order now,” you've helped us to help Uncle Sam put 
into the hands of your boys and ours the planes and guns 
and ships and tanks and all those other things Uncle Sam 
must have to make Hitler, Hirohito and Co. say “Uncle.” 
There’s nothing we'd like better than to fill your orders 
promptly and completely as we have been doing for 40 
years—but both your needs and our wishes will 
have to wait for fulfillment until the big job ahead 
of us has been finally finished. In the meantime— 
Thanks a million for helping us help Uncle Sam. 


SCHLUETER Mp, C. 


MANUFACTURERS OF ST. LOUIS, MO. 
DE LUXE HOUSEHOLD METALWARE 











Track 

A high priority 

item for contrac- 

tors engaged on 

large war proj- 

ects. Send us the 

orders. We can 

ship promptly. 
Dependable Products Since 1888 

COBURN TROLLEY TRACK CO. 


431 HARDING ST. HOLYOKE, MASS. 


















KILLS 


L This powerful dis- 
Se infectant also kills 
blue bugs, fleas, ticks, cattle lice, termites, 
roaches, ants and similar pests. 


Something to Sell When the Going is Tough! 
Nationally advertised — widely distributed — 
Satisfied customers in all parts of the country 
as a result of years of successful use in homes 
and on farms. This powerful disinfectant 
helps control diseases. 


STOXITE LABORATORIES 


BOX 19 CHESTERTOWN, MARYLAND 


















JANUARY 21, 1943 





s of equipment, by helping 
4 necdiess service calls, save 
tires and needed manpower 
d dealers appreciate this 
when a service call is nec 
y, it’s good business to see 
rienced pump man. Myers 
supply repair parts and 
perienced servicing on any 
of pumping equipment. 
coupon for free book. 


% 
yt roubles Be tad Bamana 


P i inar 
“To Find and Fix Ord ag 
and Save Unnecessary Service Calls 


shortages. you can't afferd to let 
it operating t 

nm, you 
Mm ping equipment you ow 
cand on care and repair. Tells 


In these times of machine 
gaipment wear out. Keep ii 


No matter what make © 
meet thi cathe jones ee be Your em erie 
how to " Points out preventive 

i 
man on simple repair Jobe costly replacements. sete 
Gives useful information on wee 


and your dealer 
and needed mares call is necessary, get 





Every pump and water system dealer knows thera are two 
classes of service business: The “Nuisance” kind which censists 
of unnecessary calls to make simple repairs or adjustments that 
are hard to charge for. Then there’s the profitable service business 
—the kind you are set up to do, requiring expert knowledge and 
often, replacement of parts. 


Now. when you are short-handed and gas-rationed, Myers adver- 
tising sends you the profitable repair and replacement jobs—and 
offers a practical new manual to your pump customers, showing 
how they cca mcke their own minor repairs cnd adjustments. This 
free manual is offered in Myers advertisements reaching millions 
cf the nation’s farms. Also supplied in quantity to Myers dealers, 
with their imprint. 


The F. E. MYERS & BRO. CO. 


120 Orange St., Ashland, Ohio 
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Coming Conventions and Events 


Corrected Each Issue 


Alabama, Retail Hardware As- 
sociation of, annual convention, May 
11-12, 1943, at Birmingham, Ala. Head- 
quarters and sessions at the Thomas 
Jefferson Hotel. J. H. Crowe, 410 N. 
2st St., Birmingham, Ala., is secretary. 

American Hardware Supply Co., 
annual convention, January 25, 26, 1943, 
at company headquarters, 41-43 Termi- 
nal Way, South Side, Pittsburgh, Pa. 
William M. Stout is general manager. 

American Toy Fair, March 8-20, 
1943, inclusive. Permanent exhibits at 
200 Fifth Ave., New York City; 1107 
Broadway and other permanent show- 
rooms and at the Hotel McAlpin, Broad- 
way and W. 34th St. The fair will be 
sponsored by Toy Manufacturers of the 
U. S. A. Inc., 200 Fifth Ave., New 
York City, James L. Fri, managing di- 
rector. Horatio L. Clark, assistant di- 
rector is in charge of the fair. 


According to Latest Data 


California Retail Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1943. Headquarters and sessions at 
Hotel Whitcomb, San Francisco, LeRoy 
Smith, 417 Market St., San Francisco, 
is secretary. 

Carolinas, Hardware Association of 
the annual convention during the sec- 
ond week of June, 1943, at Raleigh, 
N. C. Headquarters and sessions at the 
Sir Walter Hotel. C. B. Gladden, 407-11 
Commercial Bank Building, Charlotte, 
N. C., is secretary. 

Hall Hardware Co., annual con- 
vention, during the week of February 
15th. Details will be announced in a 
later issue. S. P. Duffy, Hall Hardware 
Co., Minneapolis, Minn., is manager. 

Iowa Retail Hardware Association, 
annual convention, Feb. 10-11, 1943, at 
Des Moines, Iowa. Headquarters and 
sessions at the Fort Des Moines Hotel. 

















Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 
Bet solid, maximum, 50 words....... $4.00 


All capitals, maximum, 50 words.... 5.00 
Each additional word......... 08 





Positions Wanted 
as Rate) set _— maximum 
50 words ..... insenwe sosenss SD 
Each additional word. dbisiotsaneae 
Aliow Seven Words for Keped Address or Your santes 


SOaED DISPLAY RATES 


Gee MA cccscccoces anesccccecses GRD 
"es siétieia as earbaes Se 








WE WILL PURCHASE FOR CASH 
Entire Stocks 
HARDWARE — PAINT — TOOLS 
Write what you have to offer 


MILTON HARDWARE CoO. 
OXFORD, PA. 
We also buy factory closeouts, 
surplus or discontinued items. 








AFTER THE WAR 


I'm going to represent American Manufacturers, sell- 
ing on commission basis to European countries. 1! 
am completely familiar with the continent and speak 
numerous languages. Formerly | was an importer, 
which | intend to continue. Solicitations and book- 
ings are now desirable. Submit your proposition to 
Foss & Company, c/o Louis Foss, Vineland, N. J., 
stating type of merchandise you have to offer. 











FOR SALE - HARDWARE BUSINESS 
ESTABLISHED 18 YEARS, Queens County, 
N. Y. Residential neighborhood, clean, stz aple, 
saleable, merchandise. Wonderful opportunity for 


TRAVELING SALESMAN—WELL ESTAB- 
LISHED AND qualified now gelling the hard- 
ware, mill supply and industrial trade in Tennes- 
see, Kentucky and adjoining territory wants allied 


some one wishing to go into business. Net profit | line on commission basis. Excellent following 
1942 $6,000. For quick sale, price $5,000 cash | among the well-rated retail and wholesale accounts, 


only. Going into defense work. No auctioneers. 
Address Box H-181, care of Harpware Ace, 100 
E. 42nd St., N. Y. City. 

WANTED, WE WILL BUY HARDW ARE, 


tools, plumbing and_ electrical supplies and 





A-1 references. Address Box H-170, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 


MANUFACTURER’S REPRESENTATIVE 
DESIRES A STRONG, outstanding line for the 





kitchenware; any amount—large or small—close- | hardware trade, paint trade, or both in the New 


outs, overstock or complete inventories of con- 


England territory. Have an exceptionally fine 


cerns desirous of retiring from business. What | following among wholesalers, chains and major 
have you? Address Box H-164, care of Harp-| dealers. Reside within the territory, have an 
ware Ace, 100 E. 42nd Street, ‘New York ( City. | excellent sales record, and can be relied upon for 





FOR SALE—LIVE, SUCCESSFUL GOING 
retail hardware business in Boston, Massachusetts. 
Finest location in the city. Excellent stock with 


—— —— efficient, intelligent representation. Address Box 


H-178, care of Harpware Ace, 100 E. 42nd 


Street, N. Y. City. 





priority ratings. Fully equipped with help, etc. 
Supply defense workers in ship-building plants 
and other government work. A modern, general, 
well-assorted stock, with emphasis on tools. In 


business over one hundred years. Full particu 
lars on request by responsible parties. For sale 
to settle estate. Address Box H-176, care of 


Harpware Ace, 100 E. 42nd St., N. Y. City. 











SA! ESMAN COVERING HARDWARE AND 
HOUSEWARES trade Long Island and Hudson 


Valley to Newburgh interested in obtaining reput- 


able line. Loyal following acquired through 


twelve years’ close coverage of this territory as- 
sures immediate results. Address Box H-179, 
care of Harpware Ace, 100 E. 42nd Street, 
N 


Y. City. 





POSITION WANTED—SALESMAN AND 
TROUBLE SHOOTER, 25 years’ experience in 


general hardware, builders’ hardware, tools, etc., 


MANUFACTURERS’ REPRESENTATIVE 
DESIRES A LINE FOR SOUTH EAST 


desires connection with manufacturer of hard-| TERRITORY SELLING TO ELECTRICAL 


ware, tools or kindred line. Familiar with Gov- 


AND HARDWARE DISTRIBUTORS ALSO 


ernment contracts and Government Depts. at| DEPARTMENT, FURNITURE, VARIETY, 
Washington. Age 38. References. Address Box | CHAIN STORES. ADDRESS BOX H-180, 
H-177, care of Harpware Acr, 199 E. 42nd St.,|] CARE OF HARDWARE AGE, 100 E. 42ND 





Nw. ¥.. City 
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STREET, NEW YORK CITY 


Philip R. Jacobson, Mason City, Iowa, 
is secretary. 

Minnesota Retail Hardware Associa- 
tion, annual convention and _ exhibit, 
Jan. 26-28, 1943, in St. Paul, Minn. 
Headquarters, sessions and exhibit in 
the St. Paul Hotel. C. J. Christopher, 
Nicollet at 24th St., Minneapolis, Minn., 
is secretary. 

Missouri Retail Hardware Associa- 
tion, annual convention, Feb. 16-17, 
1943, in St. Louis, Mo. Hotel headquar- 
ters and sessions at the Jefferson Hotel. 
Louis C. Kreh, 323-324 Wainright Build- 
ing, 7th and Chestnut Sts., St. Louis, 
Mo., is secretary. 

New England Hardware Dealers As- 
sociation, annual convention, Feb. 16-17, 
1943, in Boston, Mass., at the Hotel 
Statler. Russell R. Mueller, 189 Dart- 
mouth St., Boston, Mass., is executive 
secretary. 

New York State Retail Hardware 
Association, annual convention, Feb. 
9-10, 1943, at Hotel Syracuse, Syracuse, 
N. Y. Nicholas H. Kiley, 508 Hills 
Building, Syracuse, N. Y., is secretary. 

Ohio Hardware Association, war 
conference and exhibit, Feb. 16-18, 
1943, in Columbus, Ohio. Headquar- 
ters, conference sessions and exhibit at 
the Deshler-Wallick Hotel. John B. 
Conklin, 175 South High St., Colum- 
bus, is secretary. 

Oklahoma Hardware and Implement 
Association, annual convention, Jan. 
25-26, 1943, in Oklahoma City, Okla. 
Session at Chamber of Commerce. 
Charles F. Nelson, 411 Key Building, 
Oklahoma City, Okla., is secretary. 

Southern California Retail Hard- 
ware Association, annual convention 
and exhibit, Feb. 24-25, 1943, in Los 
Angeles, Calif. Convention headquar- 
ters, sessions and exhibit at the Elks 
Club. J. V. Guilfoyle, Rives Strong 
Building, Los Angeles, Calif., is man- 
aging director. 

Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. 23-24, 
1943, at Nashville, Tenn. Headquar- 
ters and sessions at the Andrew Jackson 
Hotel. Morris Jones, Box 784, Nashville, 
Tenn., is secretary. 

Virginia Retail Hardware Asso- 
ciation, annual convention, Feb. 22-23, 
1943, at the Hotel Roanoke, Roanoke, 
Va. G. T. Omohundro, Jr., Scottsville, 
Va., is secretary. 

Western Retail Implement and 
Hardware Association, annual conven- 
tion and exhibit, Jan. 26-27, 1943, in 
Kansas City, Mo. Headquarters and ses- 
sions will be at the Hotel President. 
Frank H. Spink, 322 Scarritt Bldg., Kan- 
sas City, Mo., is secretary. 

Wisco Hardware Co. annual conven- 
tion, Jan. 25-27, 1943, at the company’s 
headquarters, Madison, Wis. J. A. 
Fitschen is secretary and general man- 
ager. 

Wisconsin Retail Hardware Associa- 
tion, annual convention, Feb. 2-3, 1943, 
at the Hotel Schroeder, Milwaukee, Wis. 
H. A. Lewis, Stevens Point, Wis., is 
secretary-treasurer. 


HARDWARE AGE 


























“Neglect of Necessary Repairs is a Direct Violation of the Nation's War Endeavors—Federal Housing Administration, December, apr 


FIRST for Home Repairs — The Original and Only Patented Powder-Form Plastics — 


—easily tooled. For 
nite." Wen? shi 


CRACK FILLER «WOOD PUTTY niture. Won't shrink! 


Repairs wood, tile, 
plaster, concrete, etc. 


Stays put — will not 
shrink! Quick, easy! 


At. Your Jobber's NOW! 


MOLDED RUBBER GOODS sreciatres 


Plain and Mushroom Bumpers — Suction Rubbers 


Rubber Head Nails Toilet Seat Bumpers Sasbies. ate 
Chair Tips Crutch Tips aluminum 

lacquer. 
Glass pan- 
el shows 
best sell- 
@f@. 
Many s 





THE ELASTIC TIP CO. ii 
370 ATLANTIC AVE. ath easily opened sales Bg Free with your 
OF COMPLETE LINE BOSTON, MASS. : CO. ’ 








DOOR: EASE | 
SB bra oe P| 











The Standard of 


EMPIRE LEVELS 


705 SOUTH SIXTH STREET MILWAUKEE, WISCONSIN 


THE SAVOGRAN COMPANY, India Wharf, BOSTON, MASS. 

















FREE 


All Steel— 


others 
pic- 
tured 


Combines counter 
display and stock. Hinged cover with 
















own selection of Marble’s Sight assortment listing at $33 or more. 
MARBLE ARMS & MFG. CO., 540 Delta Ave., Gladstone, Mich., U. S. A. 


Ask 
your 
Jobber 
or 
write 








IZ TA See 


DOOR-EASE Siainlesd STICK LUBRICANT 


Add to your profits with this “ee 10c item. Quick 
sales ... sure repeats! No styles ... no seasons... no 
obsolescence. Packed 12 sticks on , counter display, as 
shown, or 24 to a box for bin sales. Each stick in litho- 
graphed metallic container, individually carded. Order 
from your jobber. 


AMERICAN GREASE STICK CO., MUSKEGON, MICH. 


DODDR-IEASIE 


STAINLESS STICK LUBRICANT 











1 ag eee WITH Ny 


Parallel Action 


No. 151-E 
ALUMINU LEVEL I [ 
INTERCH? NNGEABLE 


VIAL CASES 





More Power toYou! 















The Wm. Schollhorn Co. 


NEW HAVEN, CONNECTICUT, U.S.A. 


COMPOUND LEVERAGE 
, PARALLEL ACTION 
OPEN THROAT 

















MASONS’ WOOD 
a 


flaleMm-te-laleriacMitl@i al lim- Mm calatiay 


reer" GSGAND’S LEVELS 


SAND’S-STEVENS 
SURFACE AND LINE 


TELL THE TRUTH 


SAND’S LEVEL & TOOL CO. 8631 Gratiot Ave. Detroit, Mich. 


“FACTORY 














BUILT-IN ACCURACY” 


JANUARY 21, 1943 








CARPENTERS’ WOOD 
AND ALUMINUM 


TILE SETTERS’ WOOD 
AND ALUMINUM 


WRITE 
FOR CATALOG 
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men—and you'll usually find 
ready to do a tip 


handle it. Do you? 





Wherever Guns Are Cleaned 
You! Usually Find 


HOPPE’S No. 9 


Search the war kits of our soldiers, sailors, air men and gal- 
lant marines—peep into the gun kits of millions of sports- 


short Hoppe's No. 9 does the job right—it's effi- 
cient—therefore popular. 


FRANK A. HOPPE, INC. 
2314A North 8th St. 


"good, old Hoppe's No. 9" 
top job of gun cleaning. In 


That's why most dealers 








Here's what Retailers write us: 


Makes Lump- lig 
less Gravy, ® 
Sauces and 25 
Other Mixes 


P. O. Box 781B 





SELL A DOZEN 


And That First Dozen Will Sell a Gross for You 


"Show or tell customers what they 
can do with Swirl Mixers and they sell themselves. 
advertising by users has sent us a lot of new customers. Swirl 
Mixers are a great trade builder. 
first dozen Swirl Mixers that first dozen will sell a gross. 


r SWiRE 2 —~s 
5 MIXER. 





ROCHOW SWIRL MIXER COMPANY 


Rochester, N. Y. 


Word of mouth 


We say if you really sell the 


Orders Can Be 

Placed thru 

Jobbers or 
Direct 



















For greater 









Ask your 
Jobber for 





MONEY MAKERS 
DEALERS 


@ COLOR TELLS SIZE 
@ EYE-APPEALING 
@ SALES GETTING 
This attractive 7-color 
self-serving display-box 
sells 5 fuses at a time. 


sell COLORTOPS. 


COLORTOPS. 


FOR 















prof 















— SILENCE 





SLIDE SILE 


cy 


NTLY - SOFTLY - SMOOTHLY 


& FLOORS - CREATE QUIET 


Look for na 
“Domes of Silence” 
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Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 











Ondex Sle 


fidwentireu 





A 

American Brass Co. , 
American Chain & Cable Co., Inc. 
American Chain Div. $asau 
American Grease Stick Co......... 
American Shearer Mfg. Co. ...... 
American Thermos Bottle Co., The 
Armstrong Bray 

Atlas Ansonia Co. 


Behr-Manning 

Berea Abrasives ........ 
Bissell Carpet Sweeper Co. 
Boston Woven Hose & Rubber Co. 
Brooks & Sons, M. S. 


c 
Carey, Philip, Co. ..... 
Central Paint & Varnish “Wks. ‘ite 
Century Metalcraft Corp. 
Chicago Spring Hinge Co. ....... 
Cleveland Cooperative Stove Co.. 
Coburn Trolley Track Co. 
Columbian Rope Co. 
Cory Glass Coffee Brewer Co...... 


D 
Delco Appliance Co. 
Dietz Co., The R. E. 
Domes of Silence 
Dri-Kleen Co., The . 
Durham Co., Donald 


Eagle Mfg. Co. 
Edlund Co. sl sam seseebcabn us cde chido 
Elastic Tip Co. .... canal 
Empire Level & Mfg. Co. ; 
Estate Stove Co. as 


F 
Federal Tool Corp. ...... 


SG 
Gibson Good Tools. Inc. 


H 
Harrington & Richardson Arms 
Co. Kiastsmilakeaubasuiass@avun 
Hazard Insulated Wire Wks. ..... 
Heller Bros. Co. ......... 
Heller Co., W. C. ....... 
Hillerich & Bradsby Co. 
Hoppe, Inc., Frank A. .. 


| 
Independent Lock Co. none ‘ 
International Chain & Mfg. Co. s 


J 
Jennings Mfg. Co., The Russell. ... 
Johnson Steel & Wire Co., Inc.... 


Semtee WR, GO. occ cccccciceccss. 
K 

Klein & Sons, Mathias 

See GR écdueecadune 
L 


Leipzig & Lippe, Inc. . 
Lloyd Products Co. ... 
Locke Stove Co. 

Louden Machinery Co. 


M 
Marble Arms & Mfg. Co. 
Master Metal Products ..... 
Master Rule Mfg. Co., Inc 


6 


39 
49 
él 
15 


75 


49 


63 
89 


sefs 


. 1 


16 


. 8 


. B 


59 


75 
73 


. 87 
es 


—— 
. 47 


- 9 
. bi 





McCambridge & McCambridge... 57 
McGill Metal Prods. Co. . 8 
McGraw Elec. Co. . 7 
McKinney Mfg. Co. . 38 
NN 45.0 Jenebenees . 80 
Miller, Inc., Robert E. cn 
Milwaukee Stamping Co. oe 
Myers & Bro. Co., F. E. ........... 8% 
N 
National Mfg. Co. . Bt 
New England Screw Co. .. 74 
Nicholson File Co. ...... own 
North & Judd Mfg. Co. a ae 
° 
Onthank Company .. venient 
P 
Patterson-Sargent Co., The.. 12 
a kk ee pe 83 
Pittsburgh Plate Glass Co. (Penn- 
ig Ee eer ae 17 
Pittsburgh Steel Co. san ago 
Plantabbs Co. .. . 74 
Plumb, Inc., Fayette R. . 6 
Plymouth Cordage Co. . . 5 
Porter, Inc., H. K. 94 
Puritan Cordage Mills . 62 
R 
Remington Arms Co., Inc. . 3 
Rochow Swirl Mixer Co. 2 
Rockford Brass Works ........ “on 
Rogers Isinglass & Glue Co. ...... 94 
Russell, Burdsall & Ward Bolt & 
SEEN «ached bdnaactedeledembaeges 69 
Ss 
Samson Cordage Works .......... 70 
Sand's Level & Tool Co. are 
Savogran Co. ......... ia 
Schlueter Mfg. Co. ................ 89 
Scholihorn Co., William ......... 9 
Shapleigh Hdwe. Company ...... % 
Shelby Spring Hinge Co. ......... 76 
Simonds Saw & Steel Co. ......... 46 
Smith. Inc., Landon P. ...... . 78 
Smith & Son, Inc., Seymour . . 3 
PE MINED a is dedxcssehavanacasas 9 


Southington Hdwe. Mfg. Company. 87 


SE TE, cnikws ccccunksRénobons oe 
SMacsett Ce., The &. & ........:5. 8 
T 
Taylor Instrument Companies ..... 7 
Townsend, B. W. .... . 4 
Toxite Laboratories .. .. 8 
Trico Fuse Mfg. Co. . co 
Triplex Screw Co. .. . 83 
U 
Union Hardware Co. Scieacaa ee ae 
United Brush Manufactories ...... 93 


Utica Drop Forge & Tool Corp.... 16 


v 
Vaughan & Bushnell Mfg. Co. .... 72 
w 
Weaver “Pres-Kloth Co. - 53 
Westinghouse Elec. Appliance Div. 
10-11 
Whitney Carriage Co., F. A. .... 77 
Were Geemes Ge. oon. c cccscccecccs 64 
Wooster Brush Co. ee ee 
x 


X-Acto Crescent Prods. Co., Inc... 78 


HARDWARE AGE 
































Easiest Cutting Pruner Made aso: 
Hedge Shears 
ae Pruners 
Grass Shears 

Lopping Shears 


Thin, keen blade — easily cuts 34” greenwood, twigs, even 
twine. Won’t pinch or blister hands. Preferred by women — 
demanded by all pruning experts. In handsome display car- 
ton with hardwood sticks to prove its cutting action. 


SEYMOUR SMITH & SON, Inc., 100 MAIN ST., OAKVILLE, CONN. 
Specialists in Garden Shears for Three Quarters of a Century 





Oxide Finish 










Distributors 
JOHN H. GRAHAM & CO., Inc. 
105 Duane St., N. Y. City 
565 W. Wash. Bivd., Chicago 














(— > 


“OUCK BILL” 


helping to teach 
Hitler the Goose Step 





SHORTAGE IN LABOR 
Your shortage in labor can be solved 
by Heller Equipment. A modernly 
equipped store displays your merchan- 
dise 100%, enabling easy selection of 
merchandise by your customers, thus 
saving on vitally needed manpower, and 
enables you to handle additional busi- 
ness with less clerks. 


Tell Heller about your plans and ask 
for suggestions on a modern store plan. 


ROCKFORD BRASS WORKS Soriat Aleman oe be st so tae 
ROCKFORD, ILLINOIS co ey fe On ae 


The Complete Line of W. C. HELLER & COMPANY 


“Plumbing Brad ood1 Since 1890” 143 Bryant Street, Montpelier, Ohio 
g Dept. 143, 330 Hudson Street, New York 


ee “Wse Brushes of Merit” 


“Oustee” “UNITED BRUSHES”’ 


FOR 
FOR PAINTING 


VICTORY 
Buy U. S. WAR BONDS AND DECORATING 






































UNION MAD E—A. F.L. 


<UBM> UNITED BRUSH MANUFACTORIES 
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War or No War! 


ROGERS CARRIES ON 


With Exclusive Hardware Jobber Policy 


During these strenuous days we are doing our utmost to 
supply our customers with Rogers liquid fish glue as rapidly 
as possible ... and we are abiding by our exclusive policy 
of offering the hardware trade absolute protection by not 
selling to chain store groups, group buyers and mail order 
houses. In fact, be- 


It’s a TRUE VACUUM BREWER 
ve doesn’t use rubber! 


ORY Rubberless 


With Exclusive CORY 











REG US PAT OFF 





cause of the excel- 
lent cooperation that 
has developed as a 
result of our strict 
hardware trade 
policy, we are ex- 
panding the program 
for your benefit, and 

- » WE ARE NOT 
ADVANCING OUR 
PRICES! 





An Apology and a Promise 


If you have suffered any delay in ob- 
taining Rogers’ liquid fish glue, it is 
because Uncle Sam is the man ahead 
of you . . . we know that you won't 
mind waiting in line behind him. We 
assure you that we are doing our ut- 
most in research and production to 
fulfill all of your orders absolutely as 
rapidly as possible. Please bear with 
us in this respect . . . we expect that 
you will receive your shipments 
promptly. 








Phone Your Jobber for Free Project Sheets 
USE ROGERS LIQUID FISH GLUE 





GLOUCESTER, 


MASS 





PORTER, 


EVERETT 
—\ 


SEND FOR CATA- 
LOG giving valuable 
+ 3 Me about time 


and labor saving in us- 


ing two-hand portable 


metal cutters. 


NOTE: We are using 
every available machine 
available 


and every 


man, 24 hours a day, to 


meet Government re- 


quirements, and especial- 
ly to meet our jobbers’ 
needs with the earliest 


possible shipments. 


MASS. 


Ground Glass Seal 


Simply placing the upper glass 
upon the decanter creates the 
seal. It’s that simple! 

aa 


The “Last word” in coffee mak- 
| y ing. The best answer to coffee 
rationing. More cups to the 
pound. More flavor to the cup. 


cee mover wim | CPD 
CORY ) 
14e 


Complete with all 
CORY 
DeLuxe Equipment 
Safety stand for upper 
glass; Hinged Decanter 
Cover; Measuring Cup; 
Cory Glass Filter Rod. 
Fittings in matching ma- 


Glass Filter ROD 
= Fits most makes. 
hogany tone Bakelite. No cloths, hooks, chains. 50¢ 
6-8 cup (medium size). Nearly 5,000,000 in use. 


CORY GLASS COFFEE BREWER CO. 


wet 
325 North Wells Street 











Chicago, Illinois 














FOR VICTORY 


Buy U. S. War Bonds and Stamps 


For Defense Construction 


Buy Spring Hinges of Quality 


SPRING HINGES. 


The “Triplex” 


We are proud that 
Chicago Spring Hinges have been specified and 
used for many of our Country’s greatest defense 
plants and for ships of our Navy. 


Chicago Spring Hinge Company, 
CHICAGO NEW YORK 
U.S.A. 








HARDWARE AGE 





| FOR frm 


RIPPING 
HAMMER 


BALL PEIN 
HAMMER 


DREADNAUGHT 
$.B. DAYTON HANDLED 


DOUBLE FACE 
SLEDGE 
BLACKSMITHS’ 
HAND HAMMER 


NAIL 
HAMMER 


ENGINEERS’ 
HAMMER 





RIVETING 
HAMMER 


TOOLS are 
VIAL ror 
hcroky 


SELL OMLY WHERE 
VITALLY NEEDED 








HROUGHOUT human 

history, tools have played a 
vital part in the progress of man. 
Tools still play a leading role in 
the success and stability of every 
hardware store. 


Today, tools play a leading role 
in the winning of the wer. Pro- 
duction of tools for the war 
industry is at an all-time high. 


Lppesion ct yS 
a 


) 
| 


While you, and we, must get along with less tools so that our 
country may have more, there has been no lessening of quality 


in DIAMOND EDGE and KEEN KUTTER Products. 


SHAPLEIGH HARDWARE COMPANY 


ST.LOUIS 











SHAPLEIGH NATIONAL SERIES No. 2398 





